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We Do Insure 


Business & Professional Men 


aT Coes | “There must be no deviation from this fixed rule of 
ours to protect the local agent in the field that he is 


given to operate in.” 
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“America Fore” 





First and Jargest organization writing Preferred risks 
upon same basis as the Traveling Men’s Associations. 
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CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $53,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 





INSURANCE INDEMNITY 
COMPANY COMPANY 


HARTFORD, CONNECTICUT 


MULTIPLE LINES—MULTIPLE SALES 


All men are prospects for several lines of insurance. The 
agent or broker who can supply the multiple needs of the public 
possesses the broadest and most remunerative field for his 
effort. 

Life, Accident and Health, Compensation and Liability, 
Group, Automobile, Steam Boiler, Engine, Plate Glass, Bur- 
glary Insurance. 


We offer direct contracts to reliable men affording them a 
broad opportunity to increase their income and make certain 
of their future. 


Travelers policies guarantee satisfaction to both seller and 








MR. SUCCESSFUL LIFE INSURANCE AGENT. 


Do you want to secure a General Agency for yourself? i so, 
read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insuranre Company 
guarantees 

FIRST, that in case of death from any cause $5,000, the face of 
the Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or 
DOUBLE the face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED accident, 
$15,000, or THREE TIMES the face of the Policy, will be paid. 

FOURTH, that in case of total disability as a result of accidental 
injury, the og ad will pay direct to the Insured at the rate of 
$50 PER WEEK during such disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be at the rate of $25 PER WEEK 
throughout the period of disability. Can insurance do MORE? 
ane 4 HY should any man be satisfied with a policy that would do 
ess 

Annual Premium, Age 35, Ordinary Life, $128.05; Twenty-Pay- 
ment Life, $167.10; Twenty-Year Endowment, $235.10. 

General Agents wanted in the following States: Pennsylvania, 
a Kansas, Michigan, Ohio and the District of Columbia. 

esse 


UNITED LIFE AND ACCIDENT INSURANCE CO. 
Home Office, United Life Bldg., Concord, New Hampshire 























SAN FRANCISCO 





FIREMAN’S FUND 
is in the front rank in 
fire, automobile and - 

marine insurance 














PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec. 31, 1919, over $7,500,000.00 
Insurance issued during 1919, over $26,000,000.00 
Insurance in force Dec. 31, 1919, over $70,000,000.00 


The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
the Pan-American does not seek to employ agents of other 
companies, but by interesting men of intelligence, character 
and clean record, instructing them by correspondence, and as- 
sisting them in the active co-operation of specially trained men, 
it has built up a field organization that is prosperous and con- 
tented. 

What these agents are doing, you can do, if you have the 
Will—the Pan-American Way is open to you. 


Address: E. G. Simmons, Vice-President and General 
Manager, New Orleans, La. 











A Progressive SURETY and CASUALTY Company 


























amo 
to 
wee 
ing 
anc 
ticu 
dors 
and 
tical 
sura 


pute 
Yor 


also 
aca 
the 

fort 
ers 

alco 
adul 
hanc 
ther 
holi: 
twel 
side 


peri 


T 





August 26, 1920 





THE SPECTATOR 


The circulation of the publications of The 
Spectator Company, including 1 HE SPECTATOR, 
amounted for the year ending January 1, 1920, 
to 1,247,005 copies, averaging about 24,000 
weekly. These standard publications, cover- 
ing life, fire, casualty and miscellaneous insur- 
ance, are recognized as authorities in their par- 
ticular lines, and many have received the en- 
dorsements of the United States Government 
and State Insurance Departments. The statis- 
tical and historical records of the various in- 
surance companies, news and_ educational 
articles, and convincing arguments rendering 
the prospective mind receptive to the solicita- 
tion of insurance men, are thus given wide 
public circulation, constituting the most valu- 
able SERVICE to the insurance companies. 

Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 


Four dollars per annum, postage prepaid; to all for- 
eign countries in the Postal* Union, Five Dollars. 


THE SPECTATOR COMPANY 
PuBLISHERS 


135 WiLt1AM Street, New York 


Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 


Charles H. Nicoll 
Vice-President 
Robert W. Blake 
Treasurer 
Sholto D. Kirk Fred B. Humphrey 
Assistant Treasurer Assistant Secretary 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright, 1920, by The Spectator Company, New York 
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seems to have practically disappeared, 


as a cause of death 
the death rate from this cause in May 
last, per 100,000 lives exposed, as com- 
puted by the Metropclitan Life of New 
York in connection with its industriai 
department, having been but 
whereas the rate for the entire year 1919 
Pneumonia, 


25-4; 
about ninety-seven. 
also, has shown a considerable decline as 
acause of mortality. It is notable that in 
the first four mouths of 1920, there were 
forty deaths among industrial policyhold- 
ers in the Metropolitan Life from wood 
alcohol poisoning incidental to the use of 
adulterated beverages. On the other 
hand, in the first three months of 1919, 
there were sixty-two deaths from alco- 


Was 


holism in its usual sense, as against but 
twelve this year. These figures are con- 
sidered as representing the general ex- 


perience throughout the country. 


HE demand upon the fire insurance 


companies operating in Texas, that 
they shall shortly file statements showing 
their underwriting profits or losses in 
that State in 1919, tends to stimulate in- 


THE SPECTATOR 


Editorial 








terest in the general subject of the cal- 
culation of profits and losses. The Ar- 
kansas case will come up again in Sep- 
tember, so that with two Southwestern 
States the companies along 
somewhat similar lines, it is evident that 
of computing profits and 


pressing 


the subject 
will soon have to 


It has already re- 


losses is one which 
be definitely settled. 
ceived much consideration on the part 
of the National Convention of Insurance 
Commissioners and the National Board 
of Fire Underwriters, but, unfortunately, 
a satisfactory method of calculating prof- 
its and losses has not yet been agreed 
upon. In view of the laws which exist in 
a number of States in which the profits 
or losses have a bearing upon permissible 
premium rates, it is to be hoped that some 
fair plan will be evolved upon which all 


parties in interest can agree. 
. June last the Canadian fire waste 
was less than in any preceding month 
ince October, 1919, and less than half 
the amount of the loss in June of 1919 or 
i918, having been but $1,424,319, accord- 
ing to the Monetary Times. This sum 
orings the total for the first half of 1920 
ip to $12,982,263, or at the approximate 
The Cana- 
IgIg was a little over 


$25,000,000 per year. 


. 


rate of 
dian fire loss in 
$23,000,c00, and in 1918 was nearly $32,- 
000,000, whereas it was only $20,000,000 
in 1917. These figures point to a grad- 
ually rising yearly total, which may be 
commensurate with the increase in popu- 
lation. 


es insurance companies, as large 

holders of railroad securities, are 
naturally much interested in the author- 
ized and soon to be promulgated increases 
in railway rates. The higher rates wil! 
tend to strengthen the credit of the rail- 
roads, and my enable some which have 
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reduced or cut off dividends to again 
show reasonable profits available for divi- 
dends to their stockholders, as they had 
done prior to the business disturbances 
due to the war, 


[TI bumper crops throughout the 
country practically assured, life 
insurance agents may feel that money 
available for the purchase of life insur- 
ance will continue to be sufficiently plenti- 
ful during the coming year to maintain 
a good pace in the writing of life insur- 
ance. The crops produced form the basis 
of prosperity, and a combination of large 
crops with relatively high prices should 
make the average farmer an excellent 
prospect during the coming year. 


NOT THE VALUE OF LIFE 
INCREASED? 
VERYWHERE one goes there is talk 
of the high price of this and the 
Conversation is made 


HAS 


cost of that thing. 
of price changes and living costs, wages, 
salaries and expenses. Yet seldom does 
anyone speak of the increased value of a 
human life in terms of dollars. Always 
property is the consideration. 

In an effort to learn whether the public 
at large has considered the value of each 
individual life as determined by the in- 
creased value of its productive effort, THE 
SPECTATOR made the accompanying com- 
pilation showing the increases in all lines 
of insurance, particularly property insur- 
ance, as compared with the volume and 
amount of life insurance during the past 
five years. It is notable that as property 
values increased, protection was increased 
to some extent, not as much as it should 
have been, but none the less substantially. 
True it is that life insurance has increased 
materially, but not to so great an extent 
as property insurance. With merchandise 
and materials of all kinds priced at some- 
thing nearing double the cost five years 
ago, life insurance has increased about 
fif Fire insurance pre- 
miums on the other hand have very nearly 
doubled in amount, while some of the mis- 
cellaneous lines of property insurance 
show even greater increases. 

With the products of each individual 
worth nearly, if not twice what they were 
five years ago, the value of each human 
life is now worth at least twice what it was 
formerly. The average estimate of the 


tv per cent only. 











Fire Insurance 


VOLUME OF ACCIDENT, LIABILITY, SURETY AND OTHER MISCELLANEOUS INSURANCE LINES OF BUSINESS IN THE 


——— 
Premiums 
UMS TPS) aa ea ae gee Men tery Pee mar $36,977,988 


OT CS SP ae ene en enn ete gee 7,891,030 
MNES Sooty Gores as o aise stir scsteers oes 35,537,231 
Workmen’s compensation ........... 36,476,826 
RE teeta Sires Mia sis ole co osa ties ao is'os 8,294,341 
EM ik Sa aise sig Whew ues Graeme totes cs.c0e 14,538,469 
CAME OMSOOES 4.5 .0.555 cme phos Sas pe sine sais 4,865,675 
Biteiry ANG helt........ 6s .0s0acoees 4,750,001 
PINE gg teas cio iene whe wrote 3,019,587 


Auto and teams, property damages.... 6,692,937 


F - 1918 

Premiums Losses 
PRR 5.5) <ininrsiiw sin $45,858,462 $20,664,296 
SRE sso on iacaraiois y=" 9,290,586 5,946,793 
WRU MIEW. cid csienuse conics 65,790,706 26,623,329 
Workmen’s compensation. 116,064,692 44,262,935 
RRM 0 avai am: coins eco mbi sb. 11,288,160 3,067,852 
NERO | GAS te are ites wig ese 18,779,598 5,460,779 
SO RINE Bo sg sy ine 0 7,636,113 3,600,957 
Burglary and theft...... 7,786,099 2,869,485 
ec ar 4,263,564 427,741 
\uto and teams, property 

a aA 16,045,519 7,907,105 


LIFE INSURANCs IN FORCE IN U. S. 


Dec, 31 No. of Policies Amount 

Lt ere 9,890,264 $18,349,285,339 

Op ee ee 10,698,452 19,868,270,425 

LS Segre eae 11,581,701 21,965,594,232 

Lo ors 12,768,019 24,167,111,902 

REA Sih ae xise eo se 14,433,272 29,392 ,249,952 
FIRE INSURANCE IN U. S. 

Premiums Losses 
ere ee $353,900,590 $193,515,307 
[| SS Sees 401,940,508 213,857,320 
[ly eS Mrrae a 506,114,518 239,249,320 
PE inie’s pie a nie oe 589,435,959 280,629,182 
SR are eee 690,674,573 297,915,663 


individual of himself is shown by the aver- 
age size of his life insurance policy. In 
1915 this estimate was about $1854, being 
the average amount of ordinary life pol- 
icy, while in 1919 it ‘was only $2037, an 
increase of only $186, or about ten per 
cent! This is startling, and indicates that 
most persons are woefully underinsured. 
It means that the average man’s life in- 


INSURANCE 


FIRE 


NEW YORK SURVEYS 

The Lost Opportunity—When one re- 
flects on the insurance sums invested in 
new buildings in William Street and in 
Maiden Lane, and considers also the sums 
invested in the reconstruction of old prop- 
erties, all of which investments are made 
by the insurance companies, it is to be re- 
eretted that some good plan of general 
architectural development was not adopted 
when the work was projected. Here was a 
case where a splendid opportunity to develop 
a street that would have been unique in the 
history of the business was lost. It may not 
be too late to save part of it now as some 
of the structures are still going up. 

Excessive Fire Losses.—It is evident that 
the excessive fire losses in the United States 
come from the fires where the loss runs up 
to or exceeds $10,0c0. Possibly it is nearer 
$20,000 the way things are running at this 
time. 
the Canadian authorities who believe that 
much of the fire waste can be stopped if they 


This fact emphasizes the attitude of 
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surance to-day would buy but little more 
than half what it would five years ago. 

It is most gratifying to note that the 
number of persons insuring their lives is 
constantly increasing, increasing at a 
rapid rate, the number of policies in 
force now being about fifty per cent 
larger than were in force five years ago. 
The sums insured under each policy are 
stll far too small, and are inadequate 
in view of prevailing prices. Policy- 
holders should lose no time in adjusting 
their life insurance to some more nearly 
adequate amount by proper increases. 

It is not to be understood that many 
policyholders of five years ago have noi 
increased their insurance as they actually 
have, but the number who have done so 
is not large enough. 


can force the proper protection to the risks 
of large value and in that way limit the loss 
that may occur by a single fire. 


CHICAGO AND THE WEST 


J. R. Martin Changes Position.—John R. 
Martin, agency superintendent for the Con- 
tinental at the Western Department Office, 
has tendered his resignaion as of Septem- 
ber ist, and will thereafter be connected 
with the Western Department of the Great 
American and American Alliance, in the ca- 
pacity of Special Agent at large. 

Local Firm Takes New Company.—Har- 
less & Company have secured the Chicago 
\gency for the Omaha Liberty Fire. 

J. G. Stauffer Has Silver Jubilee —J. G. 
Statf, Second Assistant Manager of the 
lircmen’s Fund at Chicago, has completed 


nfter 
Unefr, 


twenty-five years of continuous service and 
in recognition of same the Chicago Office 
staff, last week, presented him with a hand- 
some Westminster Chimes clock and a clus- 
ter of twenty-five Russell roses. The pres- 
entation speech was made by W. A. Chap- 
man, Western Manager. The field men of 
the company gave Mr. Stauffer a platinum 
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UNITED STATES 


1915 ——_—_—__—__, — OF —_————- 1917 —__—_—__, 
Losses Ratio Premiums Losses Ratio Premiums Losses Ratio 
$17,197,415 46.5 $41,946,458 $18,687,204 $4.5 $48,575,777 $21,529,738 49.3 
3,705,713 46.9 9,292,065 4,501,239 48.4 9,658,042 4,769,648 49.5 
22,262,841 62.6 42,396,805 22,151,639 52.3 51,791,032 24,034,260 46.3 
17,717,462 48.5 56,252,817 29,511,181 52.4 79,209,346 38,127,756 48.1 
2,752,373 33.2 8,876,938 2'406,355 27.1 10,058,342 2,556,316 25.5 
4,569,410 31.4 16,879,774 4,340,699 25.7 19,066,576 5,416,949 28.4 
1,843,961 37.9 5,158,663 2,685,902 52.0 5,906,931 2,899,218 49.0 

bs 5,427,977 1,932,022 35.6 6,476,993 2,686,052 41.4 

6.1 3,449,706 261,813 7.6 3,599,334 347,331. 9.6 

2,626,438 39.2 9,557,592 3,853,173 40.3 14,696,116 6,546,323 44.5 
ee 1919 
Ratio Premiums Losses Ratio 
15.1 $55,636,836 $21,221,986 38.1 

64.0 13,065,949 7,274,968 65.7 
10.5 75,537,871 33,536,650 44.4 
38.1 126,707,882 54,704,452 43.1 
27.2 14,755,951 4,666,158 31.6 
29.1 26,426,651 4,662,644 17.6 
47,1 9,488,146 4,385,401 46.2 
36.8 12,103,239 5,210,614 43.1 
10.0 4,607,702 486,815 10.6 
$9.3 22,176,550 12,055,877 54.4 





It is inconceivable that the average 
man on the street would admit that his 
life was worth only $2000, when the 
average estimate of such individual life 
is placed by the United States Depart- 
ment of Labor at $7500 on men in all 
walks of life. But the figures here given 
indicate that he does not fully protect his 
life’s worth as figured out by the Govy- 
ernment officially. * 

All of the above goes to indicate to 
life insurance agents of the country that 
not only are many hundreds of thousands 
of lives still uninsured who ought to 
carry life insurance, but the more than 
fourteen millions of persons carrying or- 
dinary insurance are not carrying on an 
average a sufficiently large amount of life 
insurance. Therefore, as it is the nature 
of Americans to aim to accomplish mor¢ 
and more, it is a measure of satisfaction 
to the insurance world that there is just 
as much profitable work or more cut out 
for the agent of the present as for the 
agent of the past, when the value of life 
insurance was not so widely recognized 
and appreciated as in current times. 


and diamond shrine pin, the address being 
made by R. V. Prendergast, Illinois State 
Agent. 


BOSTON AND VICINITY 
J. H. Bourne Makes a Change.—J. Her) 


Bourne one of the best known New Eng 
land specials has transferred his affecti 1s 
as of September 1 to the National Liberty. 
Mr. Bourne career 
with Cyrus Brewer & Co. 


started his insurance 


Insurance Society Field Day.—The \as- 
sachusetts Insurance Society has its annual 
field day this week at Boston. President 
Charles E. looks for the biggest 
attendance of the members on record. 


Benton 


Boston Protective Returns.—An analysis 
of the Department r 
turns for the six months ending June 30, «is- 
closes that John C. Paige & Co. keep their 
familiar status as the leaders by fire insur- 
ance premiums in metropolitan Boston. 
The relative standing of the big three is 


Boston Protective 


John C. Paige & Co., $531,233; Gilmour 
Rothery & Co., $458,172; and Field and 


Cowles, $446,654. 
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(RUM & FORSTER OFFICES BEING 
OCCUPIED 
Insurance Interests Rent Greater Portion of 
Twenty-Story Building 
The Crum & Forster building at 110 William 
in the heart of the New York insur- 
ance district, has been undergoing alterations 


street 


for some time past and is now rapidly nearing 
completion. The building erected 
foundations — sufficiently to carry a 
twenty-story building, but only a part of these 
were finished at first. 
demand for office space in the district made 
to add the additional stories 
it is now classed among the largest buildings 
on the street. 

Instance interests will occupy considerably 
more than one-half the space in the Crum & 
Forster building. 
name will occupy half the ground floor and 
the entire space of each floor above through 
to the eighth and also the entire twentieth 
floor. There being more than gooo square feet 
to the floor, this will give the Crum & Forster 
firm somewhat over 85,c0o0 square feet in all. 
That will be by far the largest space to be held 
by any single interest in the building. 

Fester, Fothergill & 
William, 


fl 


Was on 


heavy 
The rapidiy increasing 


it feasible and 


The firm which gives it its 


Hartung, now at 123 
the entire seventeenth 
oor, increasing their present space consider- 
ably. The London and Scottish has already 
opened its offices on the eighteenth floor. 

J. R. Skinner & Co. will be located on the 
ninth floor, their space aggregating about 1800 
Anton & Sons have 
i4co0 square feet on the same floor. Gibson & 
Wesson are to haye a small suite on the tenth 
A large part of the nineteenth floor will 
New Zealand Insurance 


will occupy 


square feet. Sondheim 


floor. 
be occupied by the 
Company. 

The building is exceptionally well lighted, 
large double windows. It is entirely 
modern in construction and the offices 
will be among the best on the street in point 
In the base- 


with 
in it 


of light, air, and convenience. 
ment is an entrance to the west side Inter- 
borough subway. 

“American Service’ 

The company paper bearing the above title, 
issued by the American of Newark, is well 
gotten up and contains informative and 
humorous articles and illustrations of interest 
to the company’s agents. Among the subjects 
treated in the August issue are the qualifica- 





a 
PL ORL 
Day 








of an rent insurance; the re- 
sponsibility of the agent; a loss claimant’s re- 
port of a storm; unincorporated companies ; 
“Morning De- 


tions agent ; 


facts about forests; verses on 


lights’; the moral hazard, and standardizing 
accounts. 


Cotton Association Prosperous 


The Cotton Insurance Association held its 
annual meeting last week at the Waldorf- 
Astoria, New York. W. R. Prescott of the 


Hartford, vice-chairman of the advisory com- 
mittee, presided in the absence of Chairman 
Milton 
the association, presented his report dealing 
with the association’s operations during the 
year and also read Chairman Dargan’s report. 
The experience on the business transacted by 


Dargan. Guy Carpenter manager of 


the association has been very favorable thus 
far and if there are no serious cotton fires 
between now and September 1, when the year 
ends, the results will show a handsome under- 
writing profit. 


Pacific States Fire Comes East 

The Corroon & Duffey Company has been 
appointed general agent in New York of the 
Pacific States Fire of Portland, Ore., which 
recently made application for admission into 
this State. The States 
ganized in 1900, its leading spirit being T. H. 
Williams, secretary and manager. 


Pacific Fire was or- 


The following shows the increase in assets, 
unearned premium reserve and surplus as of 
June 30, 1920, over the 1916 statement: 


1Q16 1920 
Total admitted assets.....$592,151 $1,036,714 
Net SHEDIGS: .:o3 int edae 88,934 372,597 
Unearned premium — re- 
SGRUG) (ci cicnavedanacasteee ~OReoe 195,713 


Reciprocal Insurance in Arkansas 
Announcing the admission into Arkansas of 
with 
insurance 


the Indemnity Exchange of Chicago 
license to write fire and lightning 
on the reciprocal plan, Commissioner Bruce 
T. Bullion states that this is the thirty-fourth 
reciprocal exchange company authorized to 
transact this form of insurance in the State. 
Insurance Federation's Annual Meeting 
Arrangements have not yet been made for 
the annual convention of the Insurance Feder- 
ation of America, but it is anticipated that it 
will be held in New York in the first week in 


December. 


GLOBE NATIONAL 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Secretary and Gen’l Mor. 


THE SPECTATOR 


REINSURANCE ONLY 





Fire Insurance 


FIRE LITIGATION IN ARKANSAS 
Seven Companies Concerned in Test of Con- 
stitutionality of Law Passed in 1913 

A suit to test the constitutionality of an act 
passed in 1913, providing that unauthorized in- 
surance companies shall pay into the State 
treasury five per cent of the gross premiums 
collected annually and to collect back taxes 
covering a period of seven years, the St. Louis 
Cotton Compress Company, has been filed in 
Little Rock by the Insurance Commissioner of 
Arkansas against the St. Louis Cotton Com- 
press Company. 

The to 
complaint, owns real estate and machinery in- 


compress company, according the 
sured for $3co,000 by the following companies: 
The Ohio Millers, Pacific Fire, City Insur- 
ance Company of Pittsburgh, National Fire 
and Marine Underwriters, Insurance 
Company, Central Insurance Company, and 
the New Sub-Lloyds. The concern has paid 
to these companies, according to the com- 
plaint, $7500 in gross premiums, 

The complaint declares that none of the fire 
insurance companies was authorized to do 
business in Arkansas at the time of the writing 
of the insurance, and that these companies are 
required to file with the Insurance Commis- 
sioner of the State on or before the first day 
of March of each year a sworn affidavit of the 
amount of premiums paid to unauthorized in- 
surance companies and to pay into the State 
treasury a tax of five per centum of the gross 
premiums paid thereon. 

The plaintiffs allege that amount of tax due 
the State the defendants on the gross 
premiums paid for the year 1913 to be $375; 
for the year 1914, $375; for 1015, $375; for 
$437.50: for 1917, $437.50; for 1918, 
$437.50; for 1919, $437.50, aggregating the sum 
of $2875. Both the cotton compress company, 
against which the suit is brought, and the in- 
surance companies dispute the constitutionality 
of the act, and it is for this reason that they 
have refused to pay into the State treasury the 


Legal 


by 


1916, 


amounts demanded. 


W. T. Swann, senior member of the firm of 
Swann, Grabeley Bros., of Danville, Va., died 
last week at his home in that city. Mr. Swann 
was the oldest insurance agent in the point of 
service in the Danville district, having been 
with an insurance firm for about forty years. 
He was about seventy years old. 
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WHAT WILL THE HARVEST BE? 


From all parts of the agricultural sections of the Southwest come re- 
ports of bounteous crops. 


More than 35,000,000 bushels is the estimate of Oklahoma’s wheat 
harvest this summer. 


The winter wheat crop of Oklahoma is estimated at 83% normal, as 
against 78.2% for the entire United States. 


Most Oklahoma farmers last year were made independent. Many who 
never owned an acre of land before now own and operate their own farms. 


Similar conditions prevail in the other agricultural states of the South- 
west. 


The holders of farm mortgages made in such favored territory know 
exactly what their harvest will be. 


How about the others? 


The whole world is seething with unrest—the coal and railroad situation 
threatens great industrial depression; the financial sky as yet is very much 
obscured. 


The future of speculative securities is more doubtful than ever with 
the great political campaign making uncertainties more uncertain! 


The one ever dependable security is the Farm Mortgage based on the 
most bountiful crops produced anywhere. 


This company has specialized in this field for 36 years. Its securities 
have stood the test of time and have never carried disappointment with them. 


By investing in them you are assured of a good harvest from year to 
year, irrespective of world conditions and financial flurries. 


Safety is our watchword—Satisfactory Service our inviolate rule. 


Write for particulars. 


THE F. B. COLLINS INVESTMENT COMPANY 


FARM MORTGAGE BANKERS 


Oklahoma 
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King, Alley and Lawrence, Inc. 


Underwriters 


136 William Street 
New York 


Acceptable risks solicited in all parts of the 
United States, Canada and Cuba 


B. J. Alley, Vice-Pres. 
John B. Sirich, Sec’y 














Virginia Agents to Meet 
The Virginia Association of IJnsurance 
Agents has decided that the 1920 convention 
shall be held September 22-23 at Roanoke, Va. 
There will be a “get-together” on the evening 
of September 21, with a buffet supper. Com- 
missioner Donaldson of Pennsylvania will be 
the principal speaker, and will talk on agency 
qualification laws. There is a probability of a 
visit from T. Alfred Fleming, supervisor of 
conservation for the National Board. 

When Mr. Osborn became the incumbent of 
the office there were 162 agents on the roll as 
members in good standing. Setting a goal of 
250 members by the mid-year meeting in 
March, he reported 252 at that conference. He 
then made his aim 300 members to be obtained 
by September. At present he has the figure 
at 296 and has thus sufficient time in which to 
reach the chosen mark. 


R. H. Blanchard to Conduct Insurance 
Course at Columbia 

Columbia University announces an evening 

course in fire insurance, presenting a discus- 

sion of the principles and practices of the fire 

insurance business which will be given under 

the Department of Extension Teaching. The 


work will cover the basic principles of insur- 
ance, including the effect of risk on business, 
the theory of probability, application to fire 
insurance, elimination of risk and distribution 
of loss. 

The development of the 
principles of interpretation of the fire insur- 
ance contract, New York standard policy, ex- 
tension of clauses and their meaning and basis 
and the leading court cases interpreting the 
contract will be studied. Stock companies, 
mutual associations, Lloyd’s methods, pur- 
poses and relative importance of fire insurance 
organizations and the methods of fire preven- 
tion and insurance rating will be studied. Un- 
derwriter’s associations, adjustments, reinsur- 
ance, and Government supervision will also be 
Ralph H. Blanchard will be the 


contract, the 


considered. 
instructor. 


I. C. N. A. Field Men to Meet 
The field men of the Western department 
of the Insurance Company of North America 
and affiliated companies will meet in Chicago 
September 1-4 to discuss the various problems 
that are developing in the business. 
The Underwriters Laboratories has issued a re- 
vised “List of Inspected Electrical Appliances” unde: 
date of April, 1920. 


FRED W. KOECKERT RESIGNS 


First Vice-President of Henry Evans Group 
of Companies Withdraws 


Fred W. Koeckert, first vice-president of the 
three Evans’ companies, the Continental, 
Fidelity-Phenix and American Eagle, resigned 
early this week. President Henry Evans de- 
clined to give out any statement regarding the 
matter beyond the bare fact that the resigna- 
tion had been accepted. Mr. Koeckert was 
equally disinclined to discuss the subject and 
intimates that he would continue in his pres- 
ent position for some little time in order to 
complete certain business operations which he 
had commenced forthe three companies. 

Since coming to New York to assume the 
chief underwriting position in the Evans 
group, Mr. Koeckert has established for him- 
self a very high reputation as a competent and 
forceful Mr. Koeckert com- 
menced his insurance career with the old Ger- 
man Fire Insurance Company of Indianapolis. 
Later he joined the Phenix of Brooklyn in the 
Indiana field and subsequently became ex- 
ecutive special agent for the Western depart- 
ment of the Fidelity-Phenix at Chicago. In 
1916 he was appointed Western manager of 
the Continental in Chicago with title of sec- 
ond vice-president. In November, 1917, he 
was made first vice-president of the Conti- 
nental, Fidelity-Phenix and American Eagle 
and transferred to the head office of the three 
companies in New York. He was also made a 
director in each of the companies. 


underwriter. 


—The Missouri Hand Book for 1920-1921 has been 
published by the Western Insurance Review Com- 
pany. It contains a digest of Missouri laws, 1919 
premiums and losses, lists of companies, special agents, 
general agents and managers, and a directory, by 
towns, of local agents, with fire protection and tax 
data, etc. The price is $7.50, in leather binding. 

—Under the title of “Five Hundred Business 
Books,” a catalogue of sixty-two pages has been pre- 
pared by Ethel Cleland, librarian of the business 
branch of the Indianapolis Public Library, and pub- 
lished by the American Library Association. This 
book has a section devoted to insurance, in which it 
lists a number of publications bearing upon the subject. 


—The proprietor of the Glenwood hotel at Port- 
land, Ore., has been sentenced to 180 days in jail for 
not taking proper precautions against fire and main- 
taining a fire trap. 
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LIFE INSURANCE 


FRATERNAL ACTUARIAL ASSO- 
CIATION . 
Meeting at Chicago is Addressed by David 
Parks Fackler of New York 


The annual meeting of the Fraternal Actu- 
arial Association was held this week at Chi- 





cago. 

David Parks Fackler, of the New York firm 
of Fackler & Fackler, consulting actuaries, 
delivered a thoughtful address, which is pre- 
sented in full below, upon the topic: 


DISTINCTIVE, ESSENTIAL AND FUNDAMEN- 
TAL FRATERNAL PRINCIPLES WHICH ARE 
ENDANGERED AND MUST: BE 
PRESERVED 


Fraternals and life insurance companies respectively 
each have their own proper sphere and mode of de- 
velopment and operation. 

If fraternals endeavor to have all the features of 
mutual life insurance companies they will cease to be 
legally distinguishable, and legislatures will say: 
“What is the real difference? Both are founded and 
conducted by and for their members; therefore, why 
should fraternals be kept from taxation and the other 

‘ requirements in the case of mutual life insurance com- 
panies?” 

If the essential features of true fraternity are not 
preserved the fraternal organizations will become liable 
to the minute and oppressive regulations and require- 
ments to which the regular life insurance companies 
are now subjected, and will lose the considerable 

liberty they still enjoy. 

In true fraternities the insurance is generally only 
an adjunct to the social interests, or the common trade 
or business interests, which hold the membership to- 
gether, though a fraternity may be established solely 
for insurance purposes. In old-line insurance some 
of the greatest scandals have been due to excessive 
commissions paid to solicitors for bringing in appli- 
cations. In true fraternities there can be nothing 
like this, for no one should be paid to bring in mem- 
bers after a lodge or local council has once been 
organized. Any departtre from this fundamental 
principle by an assessment society makes it a com- 
petitor with the regular companies, and thus liable to 
be legally classed as a business concern. This is no 
fancied danger, for the old-line companies are already 
claiming that they are unreasonably discriminated 
against, and that fraternals should be taxed on their 
receipts, just as they are themselves. 

Fraternals, therefore, should also confine 
selves to the simpler or the simplest forms of in- 
surance, those on which only small reserves are re- 
quired and under which deficits, if any, due to ex- 
cessive mortality (as through the influenza) can be 
easily adjusted by simple extra assessments. If fra- 
ternals try to issue investment life insurance or any 
form that does more than protect families against 
suffering through the death of the breadwinner or 
through the incidence of sickness or funeral expenses, 
they become liable to be classed with the old-line 
mutual life insurance companies. For this reason 
fraternals should not guarantee definite cash  sur- 
tender values, for these are in a way endowments; 
but the granting of paid-up or extended insurance is 
not objectionable if it is made subject to assessment 
for excessive mortality. Furthermore, the guarantee 
of definite cash surrender values exposes a society to 
great risk in times of financial panic, just as in the 
case of a savings bank. 

It must be understood that I have always main- 
tained that assessment organizations could be safely 
conducted, provided they would adopt scientific rates 
and systems. I said this in February, 1883, when 
attacking the Mutual Reserve Fund, which was com- 
peting with the old-line companies and charging 
Utterly insufficient rates. Though I predicted its 
downfall, my liberal statements made me very un- 
Popular with many regular Jife insurance men, despite 


them- 


the fact that Cornelius Walford, 
English writer on insurance, 
companies were not necessarily unsafe. 
my remarks will not seem egotistical. 

I, have long been a close observer of all that has 
transpired both in the old-line companies and in the 
assessment organizations. The first six years of my 
experience were passed in the old Mutual Life In- 
surance Company of New York, observa- 
tions led me to determine to become an independent 
or consulting actuary, rather than be tied down to 
the routine of any one particular company, so I have 
continued independent ever since, though once I came 
very near accepting a position in one of the oldest 
companies, which I preferred to what was offered in 
I was always conscious of the 
need of amendment in the methods of the old-line 
organizations of those days and sympathized with those 
assessment organizations which were trying to give 
insurance in a more liberal way, though I was com- 
pelled to condemn their pretentions that they could 
give insurance on insufficient rates. 


the distinguished 
had said assessment 
I trust that 


where my 


other old companies. 


In those early days Pennsylvania was the hotbed 
of assessment organizations. One of them—the United 
Brethren Mutual Aid Society of Lebanon, Pa.—was 
honestly conducted and boasted that it could give 
genuine insurance on its utterly insufficient rates. The 
liberal tone of my references to fraternal organiza- 
tions led that society to write me, assuming that I 
was thoroughly in accord with their views, but I re- 
plied that they were utterly mistaken in that respect, 
for I considered them entirely unsound. This proved 
to be the case not long after when this banner fra- 
ternal association, though supported by a strong re- 
ligious body, went down into insolvency. So did 
several other apparently strong assessment organiza- 
tions which refused to accept my advice. I par- 
ticularly recall the case of the Commercial Travelers 
Association of Syracuse, N. Y. Its insurance com- 
mittee, composed of high-grade men, unanimously ad- 
vised the acceptance of my recommendations for in- 
creased rates, but the general meeting of the members 
howled down their report, and a few years afterwards 
its inevitable failure occurred. One very large and 
prominent order, which refused to follow my advice 
in 1898, is the only survivor, so far as I know, but 
it has had to be reorganized twice with great loss of 
membership, and may yet come to grief. 

Some here doubtless remember the apparently 
triumphant career of the Mutual Reserve Fund Life 
Association of New York, already mentioned, which 
many thought a demonstrated success in 1883, when it 
had about one-third as much insurance as the largest 
of the old life insurance companies. However, I then 
said in a published opinion: “Its end will surely 
come, but I do not say that assessment insurance on 
any plan is and always must be delusive, for with 
proper intelligence and care the system may be made 
to work.” 

The insane rivalry between the largest of the regu- 
lar companies demoralized the old-line business greatly 
by the payment of ridiculously high commissions, and 
enormous expenses. I was mournfully conscious of 
this and urged that the regular life companies should 
reform themselves. This course was begun long be- 
fore the companies got into trouble, as shown in my 
article in THE Specrator of February, 1870. As they 
failed to take any steps in that line, I urged that the 
State legislatures should pass laws that any company 
which should attain two hundred million dollars of 
assets should no longer be allowed to pay agents to 
solicit business. This would have the effect of stop- 
ping the ruinous rivalry between the largest com- 
panies. This action was specially urged in an ad- 
dress delivered in 1892 by the invitation of the In- 
surance Commissioners Convention, which appointed 
a special committee to consider the subject. In some 
legislatures bills embodying my recommendations were 
introduced, but the secret opposition of the large 
companies prevented any action. I predicted that 
unless some such action were taken in that mild way, 
so that the demoralizing conditions would be gradually 
eliminated, the time would surely come when the 
State legislatures would enact most drastic laws. This 
finally came to pass in 1905 and 1906. The laws then 
passed subjected the companies to so much regulation 
that they no longer have proper liberty of action. 

True fraternals are noble institutions, but if any 


9 


of them fall under the control of selfish rings, as has 
occurred in some life insurance companies, the funda- 
mental principles of real fraternalism will be for- 
gotten in efforts to obtain a greater growth than would 
come naturally. This will lead to attempts to imitate 
the regular life insurance companies. Such a course 
should be opposed by all genuine fraternals, for if they 
allow fraternalism to be corrupted by selfish interests 
the legislatures will surely pass harsh laws, tax the 
receipts and restrict the liberties now enjoyed. I beg 
the true fraternals to awake to this danger and act. 
Remember that those having selfish interests are likely 
to be more alert than those who are disinterested. 


Missouri State’s New Contract Features 


The Missouri State Life of St. Louis has 
new policy 
Twenty-payment life annual dividend; twenty- 
payment life with guaranteed additions, and 
endowment. The first named 
(as do all the company’s 
limited payment policies) an endowment op- 
tion, and the number of premiums required 
to mature this one as an endowment may be 
decreased if the dividends are left with the 
company at interest or are applied to purchase 
participating paid-up insurance additions. The 
guaranteed addition policy enables agents to 
show prospects exactly what their policies will 
yield. 

The educational endowment form provides 
payments of $250’yearly (per $1000 of insur- 
ance) to a child reaching the age of eighteen, 
for four years, covering a normal college 
period; and in the event of the death of the 
insured parent, no further premiums are pay- 
able, but the policy will mature just as though 
the parent had lived. 

The company’s new rate book is gotten up 
in excellent style, and embraces premiums 
from age ten to age sixty-five, instead of 
fifteen to sixty, as heretofore. Each set of 
rates is prefaced by a brief description of the 
policy form covered. 


issued contracts as follows: 


educational 


policy contains 


Federal Life Agents Meet 


The Federal Life of Chicago held its ninth 
annual agents’ meeting last week at its home 
offices and at the La Salle hotel. A prize of 
$300 for the largest production was awarded 
to W. E. Moreland, a second prize of $200 
going to R. S. Pope, and third prize $100 to 
Fred Hicks. Consolation prizes of $100 each 
for other club members who wrote and paid 
for $200,000 or more but were not in the first 
three went to Ben Thorp, T. J. Wood, S. J. 
Heinmiller, J. S. Baldwin, J. B. Lowe, H. C. 
McCann, H. W. Bengle, L. I. Phillips and M. 
L. Wood. 

Prizes for the largest production under 
$200,000 went to G. F. Weber, W. D. Wright 
and C. L. Murrie. Prizes for the production 
of $1000 or more per week for at least twenty- 
six weeks were awarded to R. S. Pope, forty- 
nine weeks; Fred Hicks, thirty-eight weeks; 
H. W. Bengle, forty-seven weeks, and E. B. 
Forsythe, forty-eight weeks. Prizes for the 
largest percentage of renewals during. the 
year went to Ben Thorp and Gus B. Barlow. 
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FRATERNAL CONGRESS 


National Body Holding Annual Sessions 
This Week At Chicago 


PRESIDENT HILL MONTAGUE’S ADDRESS 


Group Insurance as Transacted by Old Line 
Companies is Criticised 

In his annual address before the National 
l'raternal Congress, which is holding its an- 
nual convention this week at Chicago, Presi- 
dent Hill Montague mentioned the general un- 
settled conditions in the business world fol- 
lowing the war, but stated that, despite these, 
the societies which are members of the con- 
gress had, in nearly every instance, shown 
improvement in membership and 
assets. He spoke of the officers’ efforts to 
secure the passage by State legislatures of 
uniform bills approved by the congress. Mr. 
Montague favored making permanent the plan 
of having State legislative committees, which 
should confer with their State insurance of- 
ficials, in order to secure co-operation. He 
then enlarged upon the situation developed by 
the Insurance Commissioners during the last 
two years, including the formulation of the 
committees repre- 


marked 


proposed uniform bill by 
senting commissioners and societies. 

The Oklahoma decision holding that a so- 
ciety issuing more than one form of policy 
was conducting an old line life business, and 
Was not entitled to be licensed as a fraternal, 
was referred to, and while a temporary ex- 
pedient enables fraternals to be licensed in 
that State, Mr. Montague believes the con- 
stitution should be amended to remove the 
source of trouble. 

The proposed requirement of a gain and loss 
exhibit and the suggested amendment of the 
valuation report are regarded as important 
matters, and Mr. Montague has written Su- 
perintendent Phillips of New York stating his 
understanding that no will be taken 
thereon at the coming commissioners’ conven- 
tion, and that a hearing will be given upon 


these matters. 


action 


Grow1InGc IN PopULARITY 

As to group insurance, Mr. Montague 
frankly states that “it appears to have grown 
in popularity with both old line companies and 
insurance departments” but that “there can be 
no question that its further growth will be 
materially prejudicial to the interest of fra- 
ternal insurance.” After briefly describing 
group insurance, Mr. Montague proceeds: “It 
may be safely said that it is little understood 
by those for whose benefit such insurance is 
supposed to be carried. But when the em- 
ployee is told that he is protected and the 
Premium paid for him by his employer, it 
naturally lulls him into a feeling of security 
and lessens the desire to carry fraternal in- 
surance. * We do not believe ac- 
ceptance ef groups without medical examina- 
tion is fundamentally sound, and it is a mat- 
ter of surprise that this form of insurance 


should have received the approval of any In- 
surance Department. If a fraternal society 
enters a town or city and institutes a local 
hody with 500 reasonably 
selected by its organizer, it still must require, 
under the statute law, each applicant to pass 
a satisfactory medical examination before ad- 
We are unable to understand why 


candidates well 


mission. 
this group could not be as safely accepted and 
examination as a 


insured without medical 


group of 5co employees of a given employer.” 


Hazarpous Occupation RATEs 

The speaker took up the question of addi- 
tional rates for those engaged in hazardous 
occupations, and reported that tables had been 
compiled for individual societies, but could be 
secured for the congress. Mr. Montague then 
recommended the establishment of a bureau 
of information to be maintained in the office 
of the secretary of the executive committee, 
and to be entrusted with the selection of local 
medical examiners for all members, and lists 
to be prepared and kept revised of such ex- 
aminers. “Likewise,” he said, “there should 
be established a register of agents and secre- 
taries who have been found unreliable, with 
supporting facts, which should be furnished to 
inquiring societies, but the name of the society 
furnishing the information should not be dis- 
closed. With such a plan in operation as 
briefly described, great benefit would result, 
and the cost would be small if prorated by 
membership and all societies would agree to 
use this bureau.” 

President Montague also advocated greater 
publicity, giving credit to national journals as 
being of wider service to fraternalism than the 
society papers. He referred to the consistent 
opposition of the congress to State insurance, 
and expressed gratification because of the de- 
feat of the Davenport health insurance fund 
bill in the New York Legislature. He further 
recommended that “the societies should con- 
tinue to actively oppose all such bills, even 
though they may not immediately affect their 
particular form of insurance.” 

Continued co-operation with 
Civic Federation was approved, and it was ad- 
vised that all societies should be or become 
members of the Insurance Federation of 
\merica. Other bodies and topics, such as 
Near East Relief, Thrift Week, National 
Health Conservation, etc., were also given at- 
tention, and the attitude of the congress in such 
President Montague 


the National 


connections explained. 
terminated his address by expressing his ap- 
preciation of the loyal support given him by 
officers and committees, to which he ascribed 
whatever had been accomplished in the past 
year. 

Darwin P. Kingsley’s Views on Japan 

The article on the. future of Japan con- 
tributed recently to the New York Times by 
Darwin P. Kingsley, president of the New 
York Life, has been widely commented upon 
and reprinted by financial and economic pub- 
lications throughout the country. 
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CANADIAN UNDERWRITERS 


More Than 450 Life Agents Foregather 
at Ottawa 


TAXATION OF COMPANIES A SUBJECT 


Philip Burnet Gives Practical and Inspiring 
Address on “Producing Persistent Policyholders” 


fourteenth annual convention of the 
Life Underwriters Association of Canada 
opened its three-day session in Ottawa on 
Wednesday, August 18. The programme was 
an excellent one, practical, inspirational and 
well balanced. The duty of the agent and his 
place in the community was well defined in a 
masterly address by J. Stanley Edwards of 
Denver, Col., president of the National Asso- 
ciation of Life Underwriters, by Haley Fiske, 
president of the Metropolitan Life, and to 
some extent by all the other speakers. The 
salesmanship side of the programme covered 
insurance, indus- 


The 


income insurance, business 
trial insurance, insurance to cover succession 
duties, and producing persistent policyholders. 
Then there were other subjects, such as tax- 
ation, the Life Underwriters Association, the 
uses of the Government Blue Book, and in 
conclusion a masterly address by W. Lyle 
Reid on What Life Insurance Agents Should 
Know. 

The convention was one of the best ever 
held, but very smooth-running, entirely lacking 
in warm discussions and sensational develop- 
The attendance at all sessions was 
good. There were more than 450 insurance 
men registered with only one lady agent. 

After the formal addresses of welcome from 
Mayor Fisher of Ottawa and W. T. Lamb, 
president of the local body, and replies by W. 
T. Hart and C. C. Garwin, vice-presidents re- 
spectively of Manitoba and Quebec, President 
Miller gave his report of the year’s work show- 
ing much development. 


ments. 


Stupyinc Sun-STANDARD RIskKs 

D. E. Kilgour, secretary of the Canadian 
Life Insurance Officers Association, told of 
the endeavors of the companies to work out a 
uniform basis for accepting sub-standard risks 
as they want to be able to take heart cases, 
etc., on an equitable basis. He considered also 
that something should be done, and that right 
away, to show to the policyholder the injustice 
of any taxation upon thrift and to make it 
clear to the policyholder that in taxing a com- 
pany it is he who pays. 

A discussion on the Life Underwriters Asso- 
ciation was led by H. St. C. Clayton of Sher- 
brooke, who spoke on the duty of the organ- 
ization to the agent, and J. E. Matthews: of 
Brandon, who outlined the duty of the agent 
to the organization. Many valuable points 
were brought out. 

A practical, inspiring and most valuable ad- 
dress was given by Philip Burnet on Produc- 
ing Persistent Policyholders. Mr. Burnet held 
that the life insurance man was largely |re- 
sponsible when a man dies in their community 
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RARE OPPORTUNITY 


General Agents and Local Agents 


WANTED 


in every county in MONTANA 
A splendid direct Home Office Contract is waiting for the right 


Liberal Contracts—Low Cost Policies. This Legal Reserve 
Company has over 300 Stockholders in Montana, many of whom 
Their co-operation means much to the 


Write for our proposition today. 


EQUITY LIFE INSURANCE COMPANY 


Great Falls, Montana 








leaving his wife and family destitute, unless 
the agent had done all he could to get that 
man insured. Further, he said, are you not 
largely responsible for all the trouble and un- 
happiness which might have been prevented if 
you had sufficiently urged the benefits of life 
insurance, not upon a few selected prospects 
here and there, but upon every member of the 
community. Mr. Burnett added: 

Now it is plain that if you could put anything like 
$10,000 of insurance on the head of practically every 
family in yout community, especially if it is payable 
as a monthly income, a single generation would raise 
the whole community to a position of happiness and 


well-being that may easily be imagined when we re- 





The Test of Service 


The ultimate success of a life 
insurance company depends upon 
what those who have bought its 
policies in the past think of the 
service they have received. The 
Massachusetts Mutual passes this 
test with flying colors. Over 
$45,000,000, or 35%, of the busi- 
ness delivered last year was on the 
lives of men and women already 
insured in the Company. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Mass. 





incorporated 1851 








member that life insurance is neither more nor less 
than— 


1. A home for the family. 

2. An education for the children. 

3. A comfortable and care-free old age. 

4. A protection to business. 

5. A strengthener of credit. 

6. sear > tae for financial emergencies of every 
ind. 


Just think of a community in which— 


1. Every family owns its own home. 

2. Every child is properly educated. 

3. Every old person is independent and comfortable. 

4. Every business is safe. 

5. Everyone’s credit is good. 

6. Everyone has a snug nestegg for any emergency. 

Is it not plain that a life insurance man who will 
put his community in any such shape as that—and he 
can come mighty close to it if he chooses—will be 
doing for his community a far greater thing than is 
being done or can possibly be done by almost anyone 
else in any other way? But how, specifically, is this 
to be accomplished? 

Unless we lay out some fairly definite plan of work 
we are likely to fritter away a great part of our time, 
see fewer people every day than we ought to see, work 
fewer days than we ought to work, and needlessly 
spend a great amount of time and energy running 
backward and forward because our prospects are too 
widely scattered. 


INCREASING ONE’s AVERAGE 

When a man first enters the business he may find 
it necessary, because of inexperience, to solicit a rela- 
tively large number of people in order to insure one 
of them. Let us say, to illustrate, that when he first 
starts he insures on the average one person out of 
every thirty. Then as he continues in the work he 
gradually grows more expert; if he kept an accurate 
record he might find that presently he was averaging 
one in twenty-five instead of one in thirty, then one 
in twenty, then one in fifteen, then one in ten, and, 
finally, perhaps, one in five. 

Thus, when he reaches the point when he is able to 
insure six times as great a proportion of the people 
he solicits, as he did when he first started, he should 
be producing six times the business. As a rule he does 
nothing of the sort; his production may increase some- 
what, but rarely, if ever, does it increase in propor- 
tion to his expertness. 

What happens is this: As he becomes more expert 
he works less. Gradually and imperceptibly his ex- 
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pertness increases, and finding himself producing more 
business he eases up in such a gradual and imper- 
ceptible way that he doesn’t realize that he is easing 
up. In the course of a few years he finds; that he 
isn’t working half his time, he has begun to enjoy 
loafing, the. loafing habit gets stfonger and stronger, 
until presently the time arrives when he hardly works 
at all. 

This tendency is accentuated by the accumulation 
oz renewal commissions. Even if his production doesn’t 
increase at all, yet his income grows larger because 
of the accumulation of his renewals. And so we find 
that a man may start out producing from $150,000 to 
$200,000 a year, which he gets by working steadily, 
keep his production at about the same figure for five 
years or more, and increase his income, say, fifty per 
cent, although at the end of that time he may not be 
doing more than a third of the work that he did at the 
start. Such a man loses the habit of work, establishes 
the loafing habit, gradually goes to pieces, and is 
thereafter of little use either in life insurance or any- 
thing else. 

DANGER OF DRIFTING 

I am speaking now of the man who drifts into such 
a situation unconsciously and without wishing to do 
so. It is quite another matter if he deliberately 
chooses to work for only a part of his time. If he 
chooses the leisure in preference to the rewards of 
work, and does so deliberately and knowingly, that is 
his own affair. What I have in mind, and what I wish 
to emphasize, is the danger of drifting into habits of 
shiftlessness without intending to do so, with the 
result that you wake up some fine morning to dis- 
cover, to your amazement, that your loafing has be- 
come so chronic you can't shake it off, and you are 
no longer much good either to yourself or anyone else. 

One sure way to block that dangerous tendency is 
to have a definite plan of work. What that plan shall 
be each man may decide for himself, but in the ab- 
sence of some plan, consistently followed out until 
it becomes habitual, many men will sooner or later 
go to pieces. 


A very extensive and exhaustive treatise of 
the subject of taxation, especially as it applies 
to life insurance, was submitted by W. B. 
Taylor, secretary of the North American Life. 
Quoting John Stuart Mill he said that taxation 
to be just should be (1) contributed in pro- 
portion to the taxpayer’s ability, (2) certain 
and not arbitrary, (3) levied at the time and 
in the manner in which it will be most con- 
venient for the contributor to pay it, (4) so 
contrived as both to take out and to keep out 
of the pockets of the people as little as possible 
over and above what it brings into the public 
treasury of the State. 

Excerpts from the paper by H. W. Manning 
of North American Life, Toronto, on Business 
Insurance follow: 


Successful business is governed by fundamental 
laws and principles, no mean one of which is the 
preservation of the financial and physical assets against 
depreciation and sudden changes. Then why should 
there not be the same concern for the superior brains 
and talents of one or more of the individuals who are 
the mainstay of the business. It is this awakening 
idea in the business world that has given rise to the 
larger amount of so-called business insurance which 
has been placed throughout Canada in recent years. 

In selling business insurance we merely apply the 
principles of life insurance to those of business. Busi- 
ness of all kinds has its mortality and its periods of 
readjustment similar to the life ‘of every individual. 
Prosperity or failure, partial or complete, depends on 
the individual management, and that management may 
depend upon the life of one single individual. 

Why is business insurance not sold even more ex- 
tensively? I think the fault lies largely at our doors. 
That some apparently successful business men do not 


(Continued on page 23) 
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TODAY IS THE DAY 
of the 
BIG PRODUCER! 


To be associated with a company 
that is prepared to handle volume 
promptly means everything to the 
GOOD PRODUCER in these days of 
large Insurance Policies. 


Male Applicants:—Ages 25 to 55 


can secure a MISSOURI STATE LIFE 
CONTRACT for $300,000 on original 
examination. 


Ages 55 to 60—$200,000 
Ages 60 to 65—$100,000 


Our reinsurance facilities save your 
client the annoyance of numerous 
examinations. 

Our low rate Ordinary Life Non- 
participating Policy with loan value 
at end of first year is in big demand 
for Business and Inheritance Tax 
Insurance. 

We also issue an attractive Trust 
Fund contract for family protection, 
paying 5 per cent interest on the 
principal. (Principal intact for later 
distribution.) | 

Our Group Insurance contracts 
carefully consider the individual cir= 
cumstances of each employer, and 
the service rendered by our Group 
Department has enabled us to close 
many large Group contracts recently. 


Our contracts with Agents and 
Brokers are liberal and attractive. 


NEGOTIATIONS INVITED 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 


Home Office, Saint Louis 











A GREAT AMBITION 


Our ambition has been—‘‘to 
reduce the rejection rate of The 
Lincoln National Life Insur= 
ance Company to the lowest 
percentage practicable.’’ 


FOR THE FIRST SIX MONTHS OF 1920 THE 
REJECTION RATE FOR THE LINCOLN NA- 
TIONAL LIFE INSURANCE COMPANY HAS 
BEEN BUT 2%. 


To the ambitious agent the benefit of a 2% 
rejection rate, coupled with the superior Lin= 
coln Life Service to salesmen and policyholders, 
is convincing proof that it pays to 


(LINK UP())wita Tue (LINCOLN) 


The Lincoln National Life Insurance Co. 
“Tts Name Indicates its Character’? 
Lincoln Life Building Fort Wayne, Indiana 


Now More Than $1 42,000,000 In Force 


























eneral Accident 


FIRE AND LIFE 


F,ASSURANCE CORPORATION. Lid 
FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS. 
PHILADELPHIA 





THE WOMAN’S BENEFIT ASSOCIATION 


OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 230,000 

The Reserve Fund is more than $13,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 


THE ARGUMENT OF RESULTS 


Show any open-minded person—needing Life Insurance—what the Great-West Life 
Assurance Company is doing for its Folicyholders, and the arguments of RESULTS 
will usually win. 

What these results mean to the Agent only the Agent knows! 

There are unusual opportunities for competent canvassers in the Great-West organ; 
ization at the present time. Information on request. { 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office = Winnipeg 
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COASTING 


Alden Webb Tells Young Man How 
Best to Enjoy Free Sailing 


PULLING AND DRIFTING 


A Little Visit Between Retired Business Man and 
Blooming Salesman--Personal Information For You 

On three occasions in widely separated 
places I encountered the same person, a man 
well past middle age, but robust and happy 
in demeanor. Not because I am Irish, nor 
yet superstitious, there was something that 
urged me to make this man’s acquaintance, 
and I determined to follow the urge. 

He had just registered at the desk of a 
prominent hotel in one of the better known 
Atlantic coast resorts to which I had gone 
in an effort to drum up a little business. As 
he turned to follow the bell hop I met him 
face to face and ventured a friendly smile 
and a nod of recognition. 

“You here, too,” he said cordially, and 
a full mellow voice introduced, I knew, a 
companion worth knowing. 

“Yes,” I said, ‘“‘my business takes me 
where the crowds go for amusement and re- 
laxation, so here I am, from the mountain 
tops of the Rockies and the icelands of 
Canada to the shores of the Atlantic where 
restlessness finds easy satisfaction in trifling 
wares—I’m a souvenir novelty salesman.” 

“Well, I’m one of the restless relaxers you 
talk about, and after I clean up will be glad 
to meet you on the veranda and tell you 
more about it.” 

With a pleasant leave taking he started for 
the elevator and I to the blotter to register. 


FROM SALESMAN TO BUYER 

About half an hour later, I went from 
my room to the veranda, overlooking the 
rolling ocean, dappled ‘here and there along 
the shore with blotches of humans engaged 
in play either in the sea or on the sands, while 
nearer by passed strollers, some in chairs 
pushed rather aimlessly by a sort of breed 
that might be classed,as human automata, 
and others gaily bedecked in the season’s 
latest fashions of silks, laces and _ satins, 
topped by incongruous furs and feathers. 


Sometimes they posed, then again flirted and 
at other times drifted toward the inviting 
shops to make purchases, get prices, or just 
gaze upon tantalizingly dressed windows of- 
fering everything from dainty foods to the 
utmost in oriental designs for floor and wall 
coverings. 

As I approached the chair in which my 
friend, I deem now to so call him, sat quietly 
rocking just a little and puffing slowly on a 
cigar, the personification of ease and perfect 
contentment, all initiative seemed to leave 
me and I felt myself to be, for once in ever 
so few instances in my life, that I was trans- 
formed from a salesman, more or less ag- 
gressive, to a buyer, already convinced and 
ready to sign the order. 


“T’ve worked hard for many years and now 
I’m just living on the joy of watching the 
other fellow climb, resting most of the time, 
but yet working in my mind—observing what 
goes on around me. 

**You remember when we were up there in 
Canada in February, watching the gayeties 
of the tobogganers and the skiers? It used 
to strike me as peculiar how much work a 
fellow would do climbing steep, slippery hills 
just to get a few seconds pleasure of clear 
sailing down the grade-——coasting—that’s it 
—coasting. But, now, after all these years 
I am convinced that there isn’t anything pe- 
culiar about it—it’s the aim of all of us 
in life to work hard much for the extreme 
pleasure of coasting a little, and as for me 








Tris Horse Ripes Down Ht 


Almost menially I responded to a cour- 
teous beckon to the vacant chair beside this 
-man, a total stranger yet already my warm 
friend, though older than I by enough to 
be called sire if not grand sire. 

‘At least we have this in common,” he 
began, ‘‘we both like to be present while the 
show is on. My name's Alden Webb, and 
my home is here and the other two places 
where we met.” 

“I’m William Barton, salesman, Chicago,” 
and our introduction was complete, cemented 
upon my acceptance of a proffered Havana. 

“Yes, Barton,” he continued, as if hardly 
interrupted by my brief self identification, 
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RESERVE INSURANCE Witt Herp You Coast 


I’m coasting now—it’s my business you 
might say.” 

I just looked at the remarkable calmness, 
and balance of that man, Alden Webb, gray 
haired, but not wrinkled, straight and robust, 
in excellent health. ‘‘Coasting—he’s a 
coaster,” I thought, trying to grasp the full 
significance of his words, at the same time 
waiting for more about this great business. 
Then he added, as he turned his eyes toward 
the beach: 

‘There, out there, you see, are more ex- 
amples of the same. Boys who would hate to 
carry a bucket of coal from the cellar to the 


kitchen, bucking those big rollers, struggling 









with a plank under their arms, real hard work 
just for the sake of getting a free ride on 
a big wave-to the shore.” 

I followed his gaze automatically and my 
mind began to wonder what it was all about. 
My sales instinct said to me “‘you came to sell, 


- not coast,” but Alden Webb dispelled all 


celling thoughts again. 


CoasTING WoRTH THE PULLING 

“IT began life with one asset—everlasting 
pulling at whatever I had to do,” he said. 
‘I’ve pulled up grade a long time, I’m now 
seventy-one and now, now, I’m coasting 
down, a long slope. Oh, it’s great to coast, 
and it’s worth all the pulling it cost me. My 
toboggan is a substantial endowment I made 
for myself by Jaying by a little each year in 
the premiums for a good contract with a 
sound insurance company. I began when 
first I went into business and there were many 
times wherein I felt the payments were too 
hard, yet I added to them all the time, and 
now I am repaid. 

“It makes me think of the old Cherrelyn 
Horse Car, out near Denver—where 
I saw you last Spring, Barton. You re- 
member how the old horse pulled us up that 
mountain side—the higher we went the 
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harder the pull, and then when we reached 
the top, the driver unhitched the horse, led 
him around to the back platform where the 
old gray horse got on the car and we all 
coasted down the hill.” 

““Yes,’’ I half mumbled as I began to 
realize what all this coasting meant. 


THE Dray Horse 

“Well, it’s just like that with endowment 
insurance or any other insurance where there 
is a reserve laid by. The top of the hill is 
old age, the place where we all have to take 
a rest. he car is the policy that carries the 
protection for you and your family. The dray 
horse is yourself, and the pulling is paying 
premiums. It’s a great satisfaction, though 
after all the pulling to coast, coast, coast, and 
the endowment is what carries you, after you 
have carried it.” 

I wondered how far I could coast on 
my little sled of $2000 insurance, and Alden 
Webb has convinced me that I cannot coast 
far on so small an amount. 


[ The foregoing contains a sound and 
convincing argument in favor of en- 
dowment and other forms of reserve 
life insurance. Companies or general 
agents desiring to purchase copies of 
this story in attractive leaflet form 
should communicate with The Spec- 
tator. | 


. Election in Kansas 


Frank L. Travis, the present Insurance Su- 
perintendent of Kansas, has won his fight for 
renomination on the Republican ticket. J. J. 
Banks of Atchison made the campaign for the 


nomination. 

A. C. MecClintic of Beloit, a practical insur- 
ance man, is the Democratic candidate for In- 
surance Commissioner. He had no opposition 
in the primary. 
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MAKING A BEGINNING 
Chapter from “How to Sell Insurance,” 
William Alexander’s New Book® 
You can go without hesitation to casual a 
quaintances. You can get introductions to 
those whom you do not know. You can even 
approach perfect strangers without any intro- 
duction if you go to them, not as an individual, 
but as the accredited representative of the well 
known company you represent, with whos 
reputation they are, or ought to be, familiar. 
But in such cases you should know enougl 
about these people and their affairs to submit 
propositions which will make strong appeals 

to them, 

Follow up all the business men and trades 
people with whom you have ever had any deal 
ings. I happen to know the agent of a cer 
tain company who built a house some years 
ago and who insured all the people who had 
anything to do with its construction, from tl 
architect and contractor to the carpenter ari 
plumber. Those who decorated and furnished 
it, the gardener who graded the lawn, the deale: 
who supplied it with coal, and the grocer who 
stocked it with supplies, all gave their con 
tributions. Thus this house was made to pa) 
for itself. 

Attend public gatherings. Join sacial, po 
litical and religious organizations. If there ts 
a country club in your vicinity join it if yo 
can afford to do so. If you are really in 
earnest you need not fear that if you follow 
such advice as this you will neglect your work. 
You must become a man of affairs if you wish 
to establish a wide circle of friends and a 
quaintances. 

Assuming that you have learned all you 
can about a man whose life is insured, includ: 
ing the fact that he is not adequately insured 
seek to convince him that he will do well to 
increase the amount he carries. Such a pros- 
pect is the most favorable for the inexperience: 
agent. He already appreciates the value of in- 
surance. Having been induced to take some. 
it ought to be easy to persuade him to take 
more. He will not dread the medical ex- 
amination, which is sometimes erroneously re- 
garded by the uninitiated as a serious ordeal. 


Published by The Spectator Company. 
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ud, most important. of all, extended argu- 
ment will be altogether superfluous in his case. 
Among those who have no insurance yo first 
to successful business men, men of affairs, in- 
telligent, broadminded people who are not 
afraid to take action as soon as they are con- 
vinced. Such men will act quickly—thus sav- 
ing your time. Such a prospect, even if he 
has no insurance, may nevertheless know 
enough about the subject to make it unneces- 
sury for you to do much explaining. If soy 
vet his name on the dotted line and his check 
for the first premium without delay: Then 
leave him and seek an interview with someone 
else, 
\ more difficult prospect for the inexperi- 
enced agent to handle is the man who has no 
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insurance, has little or no knowledge of its 
In such a 
case strike directly at the main issue—the in- 
estimable value of the protection it furnishes. 

Always assume that your prospect will not 
hesitate to take his insurance in the company 
you represent. Don’t waste time in advocating 
your company unless he inquires about it, in 
must of course present its 
claims, but never at the expense of competing 
companies. You cannot give a man faith in 
life insurance and confidence in your company 
by trying to shake his faith in other institu- 
tions. 

You must keep two important points con- 
stantly in mind: 


value and thinks he doesn’t want it. 


which case you 


1. Your prospect will be likely to value his own 
time and refuse to listen to you indefinitely. 

2. Your time is valuable also, and you must hus 
band all your resources. 


To be a good salesman you must be a good 
Let your prospect give you all the 
he will about himself 
It wili help you to shape your course, 
and to adapt your offer to his tastes and needs. 

Never talk your prospect into a trade and 
then talk him out of it. Know it all, but don't 
tell all you know. 

Don’t waste time by setting up obstacles and 
knocking them down. Meet only such objec- 
tions as the prospect raises himself. 

You must appeal to a mans sentiment, of 
course. But don’t assume that he will lack 
sentiment unless you implant it in his heart. 
Every right-thinking man wants the future of 
his family safeguarded. In the few cases 
where that is not obvious don’t preach to your 
Cite some particular 


listener. 
information 
affairs. 


and his 


prospect or reproach him. 
case near at hand where the neglect of life in- 
surance has resulted in misery, or a case 
where the existence of insurance has rescued 
some widow and her children from disaster. 
Show your prospect that insurance will not 
only help him to save, but will make saving 
easy and convenient. But don’t reproach him 
for not having saved in the past. He may have 
broken innumerable good resolutions and 
failed in many serious attempts. If you criti- 
cise him he will resent it. If you exercise tact 
in showing him how he can avoid this evil, 
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which has kept him awake at night, he will be 
grateful. 

Remember that there are good prospects all 
about you. You will have no difficulty in find- 
inig them. Your only embarrassments will 
be, (1) to eliminate the poor prospects and 
select the good ones, (2) to get access to those 
you select, and, (3) to secure their favorable 
attention. 

Establish two card indexes at the very be- 
ginning of your insurance career; one for 
prospects, and the other for policyholders. 

Expensive cabinet are not essential. You 
can start with two packages of cards and a 
couple of envelope boxes. 

Enter the name, address, date of birth, oc- 
cupation, financial rating, family details, and 
other facts about a prospect on each card of 
your first system. Make similar records on 
the cards of the other system, including those 
who have been insured by you, and others who 
carry insurance. Enter the number, amount, 
kind of pelicy, and date of issue of all the in- 
surance in your company, and in other com- 
panies carried by each one; together with the 
date when his age will change, etc., etc. 

These indexes will prove invaluable. With- 
out them you will be like a mariner at sea 
without compass or chart. 

George W. Fowler, secretary of the Bankers 
Life Company, is spending the month of Au- 
eust on a motor trip in Minnesota and North- 
ern Towa. 


CONFIDENCE 


Years of Faithful service and 
cooperation and _ honorable 
business dealings have gained 
for this Company the un- 
questionable standing and 
confidence of its policyholders 
and agents. 











Attractive general agency con- 
tracts with unusual oppor- 
tunities for reputable, industri- 
ous salesmen desiring perma- 
nent connection with a strictly 
aggressive Company. Modern 
policies containing Double 
Indemnity and Total Dis- 
ability features. 


Write for information 
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TO EMPLOY KNOWLEDGE 


Salesmen Must Broaden Their Risin 
to Achieve Big Results 








SHOWING THE WAY TO THE TOP 





Nothing Can Stop the Man Who Thoroughly 
Understands Sales and the Art of Selling 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











We are selling ourselves just now the gen- 
eral proposition that knowledge, not guesses, 
must be secured if the field of Sales is to be 
covered effectively. We shall prove to our- 
selves that there is a tremendous loss of 
efficiency in Salesmanship, due to uncertainty 
as to what the basic principles are. We shall 
perceive that we all are apt to treat symptoms 
at times without diagnosing them for the un- 
derlying disease. 

Our course of study should start each reader 
on a course of self-analysis. You should em- 
ploy your new knowledge to correct your mis- 
takes, to confirm your convictions, or to start 
you thinking for the purpose of settling ques- 
tions to your own satisfaction. 

Earlier in this chapter reference was made 
to the four general clas%es of salesmen: the re- 
tail, the wholesale, the promoter and the spe- 
cialty salesmen. It is evident that all sales- 
men do not have the same kind of work to do, 
and that the opportunities in the four classes 
are different. So it is not sufficient that we 
choose the Sales field in general, we must select 
which sort of selling is best for us severally. 
We need to understand the advantages and 
disadvantages of the various classes. 


SupreME HeicHts ATTAINABLE 

The examples of Marshall Field, of J. Pier- 
pont Morgan, Sr., and of Charles M. Schwab, 
convince us that the supreme heights of suc- 
cess one may attain as a retail salesman, a 
wholesale salesman, a promoter salesman, and 
a specialty salesman are equal. But there are 
lesser peaks than Mount Everest, which are 
entitled to be called great mountains, and 
countless big hills rise above their surround- 
ings. So there are different heights of suc- 
cess, each of which is a “top.” Not all of us 
can be the greatest of salesmen in any of the 
four classes. We are interested individually 
in the lesser peaks of success. We want to 
know in what field of Sales the most big op- 
portunities are to be found. 

We perceive after studying the situations 
carefully that the way to the top from a start 
as a retatl salesman or as a wholesale saics- 
man is along a path that soon takes the am- 
bitious climber out of the field of active, per- 
sonal selling, The salesman is promoted to 
management, then to partial or complete ow- 
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ership of the business. Salesmanship gives 
him his start, but when he attains the top he 
no longer is a salesman, in the sense we mean 
commonly when we use the word. For in- 
stance, we did not think of Marshall Field as 
a salesman, 

The promoter salesman and the specialty 
salesman, however, continue actively as sales- 
men all through their progress to the very top. 
A promoter salesman may be called a banker, 
as J. Pierpont Morgan, Sr., was called. But 
we know that he, personally, was a great sales- 
man of investment securities all his life. The 
specialty salesman may be known as the head 
of a great corporation, like Charles M. Schwab. 
Yet we think of him as the super-salesman 
who himself closes orders for fleets of ships, 
amounting to hundreds of millions of dollars. 


SALESMANSHIP—AND* BEYOND 


It is important that we differentiate between 
the process of attaining Success as a retail or 
wholesale salesman, on the one hand; and the 
process by which our ambitions may be 
achieved in the fields of promotion and _ spe- 
cialty salesmanship, on the other hand. If we 
begin as retail or as wholesale salesmen we 
must recognize that there is a pretty definite 
and rather low limit to the success we can 
reach as salesmen.* Beyond that limit we 
cannot rise on the salesmanship road. The 
retail salesman who is paid two thousand dol- 
lars a year is very close to the top. The 
wholesale salesman in any ordinary line seldom 
receives more than five thousand dollars for 
twelve months’ work. When either of these 
salesmen is promoted beyond a certain limit, 
he is taken out of the field of active, personal 
selling. 

But there are no such limitations restricting 
the opportunities of the promoter salesman and 
the specialty salesman. The limit of their 
earnings as salesmen is “the sky.” You never 
heard of a clerk in a store or the traveling 
representative of a wholesale grocery house 
who would refuse promotion to a larger fixed 
salary for a job in the office. But when a city 
is booming, no expert real estate salesman 
would consider for a minute any restriction of 
his earning power within salary limits. He 
demands a chance to sell on a commission, and 
knows he can earn that way five times as 
much money as any employer will guarantee 
him in advance. A certain real estate sales- 
man of Detroit averaged a thousand dollars a 
week in 1916. 

Clearly.a man’s choice of the particular class 
of selling which he will do should depend on 
his fitness for one class more than for another 
and upon what his ultimate ambition is. If 
your goal is the ownership of a store or of a 
jobbing business, choose the field of retail] Sales 
or of wholesale Sales to start with. Select the 
special line you feel best adapted for, begin 
-t the bottom and use Salesmanship as a ladder 
to help you to the heights above the oppor- 
tunities in the Sales field. There is no surer 
Way up. 

But if you want to be a salesman al] your 
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life; to widen your field, not_to leave it when 
you feel equal to greater opportunities, choose 
the field of the promoter salesman or of the 
specialty salesman. Realize, however, thata as 
the Sales opportunities of promoter and spe- 
cialty salesmanship are infinitely greater than 
the chances for fame, fortune and service as 
a retail or as a wholesale salesman: so is 
greater ability, more knowledge, superior 
training necessary to the achieving of supreme 
success as a promoter or specialty salesman. 
lhe law of compensation takes as well as 
gives. If you want Salesmanship to pay you 
more, you must pay your Salesmanship more 
of your time and energy and devotion. There 
is no short cut to “Success” in the Sales field 
It is a job of climbing, and climbing always 
has been hard work. The higher the climb, 
the more the work that will be required. 

Yet who of us who have chosen to live 
among the mountains of Salesmanship would 
he content to dwell on the dead level of men 
in other vocations? It is harder to sell goods 
than it is to keep books, to sit at a desk, to 
teach, to practice medicine or law. But we 
glory in the difficulties we meet. They are 
opportunities for victories, coming *to us con- 
stantly, but rarely to men in humdrum call 
ings. More than any of our fellows we have 
sest in our work. 

We know that we have chosen wisely the 
best field in which to win really big, well-bal 
anced success. We realize the necessity, for 
knowledge of Sales. We are going to get that 
knowledge. And when we have it, each of us 
will feel certain of his power to reach the top. 
Nothing can stop the Man who thorouglily 
understands Sales and the Art of Selling. 


(To be continued) 


Old Men Rejuvenated 


A New York daily paper a short time ago 
contained an article telling of the success oi 
operations upon Chicago people involving the 
transplanting of the interstitial glands. One 
man of seventy-one years, who stated that he 
had been “played out five months ago,” de- 
scribed his condition after the operation as 
follows: “I feel twenty-five years younger; 
| am a new man, full of pep, strong, healthy, 
ready to go on with my work. I was ill, old 
and played out, but the operation has revivi- 
tied me.” 

Others who had undergone the same ex- 
perience gave similar testimonials, one man 
of seventy-eight years stating that he was “ab- 
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Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the appli- 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, ‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re: 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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sulutely rejuvenated,” and feels like an 
“eighteen-year-old.” 

The physician who has been performing this 
operation states that it is not painful, involv- 
ing a simple incision, no part of the human 
body being removed, and fifteen or twenty 
minutes being all the time that is required. 

Why could not the life insurance companies 
do a good stroke of business in this connec- 
tion? A company selling a man a life policy 
might offer to have the interstitial gland op- 
eration performed upon him, in the expectation 
that he would live for many years longer than 
the tabular age to pay premiums. Companies, 
however, would have to be careful not to 
make the same offer to prospective annuitants, 
or they would stand to lose money on the 
proposition, Also, they, would have to beware 
of the anti-discrimination laws, and would 
thus be obliged to make the same offer to every 


purchaser of a life policy. Then again would 





WE WANT A MAN 
Worth $5000 A Year 


Are you that’ Man? Old or 
Young, he must be active and 
alert, of good habits and of force- 
ful personality. He must know 
Salesmanship, so he can instruct 
others inthe art. He must know 
how to meet all kinds of men. 


THE POSITION 


is that of resident representative 
of one of the Strongest financial 
institutions in the middle west 
with ten millions of assets and 
putting new business on the 
books at the rate of $36,000,000 
a year, We are making a big 
Sales Campaign and must have 
a strong man, or more than one. 


THE LUCKY MAN 


will not be permitted to hold this 
position unless he proves he can 
earn $5,000 a year in commis- 
sions. There is no limit to the 
incomethat may be earned. With 
the help of the home office he can 
build upa great business the first 
year. Whena man demonstrates 
his ability he will be promoted to 
a position earning more money. 


Write to us today with full 
details, 


THE BANKERS RESERVE LIFE CO. 
Business in Force $68,000,000 
OMAHA NEBRASKA 
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a successful operation justify a rebate on a 
policy already taken? The possibilities of this 
latest kink in surgery seem endless. 








INHERITANCE TAXATION 
Late Data from Various States is 
mulgated 
Subscribers to the Prentice-Hall Inheritance 
Tax Service, in report number sixteen, have 
received information as to such laws in Con- 
necticut, Indiana, Ohio and Pennsylvania. 


Pro- 


CONNECTICUT 

The practice of the State Tax Commissioner 
of Connecticut in computing the tax on a non- 
resident estate is to allow funeral expenses 
only if the funeral takes place in Connecticut ; 
also administration expenses for ancillary ad- 
ministration in that State are allowed. Debts 
of the decedent are not allowed as deductions. 
It is stated that this practice has never been 
questioned, although there is no ruling by the 
Attorney General on this point. 


PENNSYLWANIA 

A law of Pennsylvania enacted in 1919 pro- 
vides that all estates in buildings, ground, 
books, pictures and works of art passing by 
will from a person possessed thereof to any 
municipality, corporation, etc., for the sole 
use of the public by way of free exhibition 
within the State of Pennsylvania, is not sub- 
ject to collateral inheritance tax. Provision 
is also made in case such property is held in 
trust temporarily. 


INDIANA RATES 


In Indiana, taxpayers are divided into five 
groups, as follows: (1) Husband, wife, lineal 
issue, lineal ancestor, adopted or mutually ac- 
knowledged child or lineal issue of adopted or 
mutually acknowledged child; (2) brother, 
sister or descendant of either, wife or widow 
of son or husband of daughter; (3) aunt or 
uncle or descendant of either; (4) brother or 
sister of grandfather or grandmother or de- 
scendant of either; (5) all others. 

In each group the rates vary upon the fol- 
lowing gradations of amounts: namely, on 
first $25,000, on next $25,000, on next $50,000, 
on next $400,000, and on the balance, the rates 
being as follows: As to group one, on the 
excess above $10,000, as to widow, and on the 
excess above $2000 as to all others, I per cent, 
114 per cent. 2 per cent, 2!%4 per cent, 3 per 
cent: as to group two, on excess above $500, 





1% per cent, 2% per cent, 3 per cent, 334 per 
cent and 4% per cent; as to group three, upon 
excess over $250, 3 per cent, 4% per cent, 6 per 
cent, 7% per cent, 9 per cent; as to group four, 
on excess above $150, 4 per cent, 6 per cent, 8 
per cent, 10 per cent, 12 per cent; as to group 
five, on excess above $100, 5 per cent, 7% per 
cent, 10 per cent, 12% per cent, I5 per cent. 

In computing the tax, the exemption is taken 
out of the first $25,000. 

OHI0O 

Forms to be filed with the Probate Court 
showing the decedent’s estate, etc., in relation 
to a non-resident decedent are presented in the 


report referred to. 





Brice 7. Childress of Terrell, Texas, is a 
leading candidate for membership in the 
Million Dollar Club of the Bankers Life Com- 
pany for 1920. 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, Ill. 




















ASSETS $3,566,304.16 $3 


CONTINENTAL LIFE INSURANCE COMPANY 
j INSURANCE IN FORCE $32,000,000.00 


Our Policy Forms Contain the Following Provisions: 

Double Indemnity for accidental death, Total and permanent disability benefits, Par- 
tial disability benefits, Surgical operation benefits, Annual dividends, Optional methods of 
settlement, Premium loans, Cash loans, Extended insurance, Paid up insurance, Cash sur- 
render values, Insurance to cover policy Loans, Installments certain-Participating. Install- 
ments continuous-Participating. 

Very Attractive Agency Contracts to Reliable Men. 


John W. Cooper, President. 





Kansas City, Missouri. 




















A FARM MORTGAGE 
BEHIND 


EVERY POLICY 


HE PEORIA LIFE 
= SERVICE to its 
policyholders and to its 
agents. Its sound methods 








and good reputation are giv- 
ing it a steady, healthy growth 
all in the Middle West. It in- 
sures men and women on 
equal terms. Policies are up 
to date in every respect, and 
contain liberal and attractive 
features which make them sell. 


It gives to Total Abstainers 
a lower rate on their insurance 
by placing their policies in 
the Total Abstinence Depart- 
ment in which the mortality 
record is kept separate. It is 
a live, up-to-date Company 
which is progressive. 


It is developing new terri- 
tory in the Central West and 
has good positions for goo] 
men, 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 
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Dr. J. A. Stevenson Receives Ovation 
From Guardian Life Agents 





LEADERS CLUB MEETING SUCCESSFUL 





J. F. Treat New President—Vice President T. 
Louis Hansen’s Address 

As a result of the discussion and speeches 
which the Leadérs Club of the Guardian Life 
listened to last week at their meeting in the 
ilotel Pennsylvania, New York, the delegates, 
well over two hundred in number, left for 
their homes in various sections of the country 
full of enthusiasm for another year’s work. 
From every point of view the affair was a 
success and many excellent ideas were brought 
which can be put to practical use by the agents. 

By tar the greater part of the programme 
consisted of discussions on various subjects, 
all of exceptional interest to the agents. One 
of these, “Preparing for the Interview,’ 
brought out many different theories, some to 
the effect that thorough preparation is neces- 
sary and others that the most successful 
method is to determine to sell on the very first 
interview. The discussion on “Written 
Methods of Selling Life Insurance,” also 
brought out some interesting points, and it 
was pretty clearly shown that though briefs 
might help in certain cases, the agent’s per- 
sonality impressed upon the prospect made 
many more sales than printed statistics. 

All the important phases of the process of 
selling a policy were included among the points 
treated. A leader was appointed for each sub- 
ject and under his direction every man had 
a chance to have his say on the subject. 

Several excellent speeches were given by 
members of the official staff of the Guardian 
Life and on Friday afternoon a special fea- 
ture was an address by Dr. John A. Stevenson, 
director of the School of Life Insurance Sales- 
manship at the Carnegie Institute of Tech- 
nology. President Hubert Cillis delivered the 
address of welcome and was followed by Vice- 
President T. Louis Hansen on the ‘Possi- 
bilities of the Life Insurance Business in the 
United States.” In the course of this speech 
he introduced a considerable amount of sta- 
tistical data to show how much of a field there 
is for life insurance men and how little chance 
there is of the field ever being entirely covered. 

Vice-President Carl Heye spoke on Thurs- 
day on “Co-operation,” in which he made an 
effort to explain to the agents the working of 
the home office in a way to secure closer co- 
operation. In behalf of the officers he ex- 
pressed the hope that they would be able to 
understand and fill the needs of the agents 
more and more completely every year. 

The address of Dr. Stevenson on “Visualiz- 
ing Life Insurance,” was full of practical, use- 
ful common sense suggestions. It was easy to 
perceive that Dr. Stevenson had had actual 
experience. Added to which was the fact, 
once more demonstrated, that he is a most 
convincing speaker with an excellent command 
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The 


PERFECT 
PROTECTION 
POLICY 


OF THE 


RELIANCE LIFE 


gives you something absolute- 
ly new and different to talk 
to.your prospects. Gives you 
a chance to earn more money 
than you are now making. 


Our Life Insurance Contracts 
contain the most up-to-date 
clauses known to the Insurance 
World. The Accident and 
Health gives full protection 
for at least a third less cost 
than regular casualty com- 
panies. Our agency contracts 
are as liberal as can be made. 


WRITE AND WE WILL TELL 
You More AspoutT OurSELVES 


Reliance Life 


Insurance Company 
of Pittsburgh 


Farmers Bank Building 


PITTSBURGH, PENNSYLVANIA 
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CENTRAL LIFE 


Insurance Company of- [Hinois, 
Ottawa, Illinois. 


A conservative, well managed, western 
company, with close to thirty-five mil- 
lions of business. Soundly financed: 
operates in Illinois, lowa, Missouri, South 
Daketa, Minnesota, Nebraska and Mich- 
igan. Writes both participating and 
non-participating business; is a good 
dividend payer; has up-to-date policy 
forms, and has no apologies to make. 
“Look us up in the books” and write us 
for an agency proposition if interested. 


S. B. Bradford, 
Sec’y=-Treasurer 


H. W. Johnson, 
President 


W. F. Weese, 
Vice=President and Agency Director 











Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.00 Surplus Protection to 
Policyholders. 


$'6,000,000.00 Insurance in _ force. 


NEW STANDARD POLICIES, LOW RATES, 
DiSABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIs. 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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of language and an unusually pleasing per- 
sonality. He urged the agents to bring the 
subject of life insurance before each prospect 
by a comparison to things in which the pros- 
pect is interested and to talkin his own lan- 
guage so that he may understand and thus 
get a vision of the benefit which life insurance 
may do him and those he may leave behind. 
He proceeded to outline a large number of 
actual methods of doing this and among these 
he told of the method adopted by a certain 
young agent with almost phenomenal success. 
This agent was a devotee of billiards and was 
in the habit of frequenting a large academy in 
his home city. Along with some three hun- 
dred other young men he kept a private cue 
with his name on it in a rack. While playing 
one night™he noticed an old man standing by, 
watching the game with a wistful look. It 
later occurred to him that he very rarely, if 
ever, saw an old man in the establishment and 
he eventually hooked up that fact with the well 
known statistical table which tells us that of 
one hundred men, only five have enough to 
live on at age sixty-five. Being very fond of 
billiards, this young man began to wonder 
whether or not he would be able to play when 
he became old. Carrying the matter a little 
further he wondered how many of the owners 
of the 300 private cues would be able to play 
in their old age. This prompted him to write 
them a letter in which he brought out the 
above train of thought and added that life in- 
surance would be the remedy. He followed 
up this letter with a call in each case and had 
such excellent results that he proceeded to do 
the same among bowlers, baseball men and 
the like. He, as Dr. Stevenson said, talked 
life insurance in their own language and gave 
them a clear vision of its benefits. The effect 
of Dr. Stevenson's address was almost visible, 
and when he concluded he received a remark- 
able ovation. 

The agents were given plenty of entertain- 
ment during their stay in New York, visiting 
Coney Island, the Polo grounds where Babe 
Ruth knocked out a homer for their especial 
benefit, and taking a trip around the harbor. 
On Thursday a banquet was served at the 
Hotel Pennsylvania and a great deal of good 
nature was evident. The dinner was excellent 
and the speeches short, two things which in- 
variably secure the enjoyment of such an af- 
fair. i. 

Dedication Issue of Peoria Life Bulletin 

The Peoria Life of Peoria, Ill., has issued a 
dedication issue of the Peoria Life Bulletin, 
which contains a handsome picture of its new 
home office building which has just been com- 
pleted. Work was stopped upon the building 
for a time during the war, but was resumed 
immediately after the signing of the armistice. 
The building is 170 feet front on Main street 
by 100 feet on Jefferson street, and is seven- 
teen stories high. It is entirely modern and 
fireproof, there being no wood in the building 
except floors and window frames. The 
Bulletin also presents the portraits of the 
officers and directors of the company, as well 
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under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


- The 
Manhattan Life 
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66 Broadway, New York 
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as of members of its $200,000 and $100,000 
clubs. As of August 16, 1920, the Peoria Life 
reports $55,000,000 of insurance in force. Be- 
ginning on August 16, it held a meeting of its 
$100,000 Club, and from August 17 to 30 the 
club visited the Glacier National Park. 



































Some ways to start writing an application: 
“You would like this payable to your wife, | 
presume. What’s her first name?”—‘Better 
put waiver and annuity on this, hadn’t we?”— 
“If you should be sick—out of your head—it 
would be nice to have your premiums paid, 
,especially if your wife or friends should for- 
get it. Think we better put automatic premium 
loan on, don’t you?” 

“Of course you never expect to go through 
bankruptcy, so we will give you the right to 
change to any beneficiary.”—“T think that you 
had better make your estate the second bene- 
ficiary—then, if your wife dies before you, and 
you have not changed the benefit, the proceeds 
would go to your heirs. Don’t you agree with 
me ?”—“Tf you were to make a will to-day, and 
this were made to your wife, at your death it 
would not need probating. Better fix it that 
way, hadn’t we?”—You get the drift, don’t 
The central idea is—don't scare him 


you, son. 


THE SPECTATOR 


LIFE INSURANCE SECTION 


by saying, “Let’s see, what’s your given name?” 

He was fifty when I talked with him, he said: 
If I had only insured when I was twenty-one, 
how glad I would be now.” “Well, well,” sez 
I, “when you are seventy-five you will say, 
“What a fool I was that I didn’t take @vore 
when I was fifty.” It pays to look ahead once 
in a while and not be eternally looking back- 
ward. He saw the point and signed up. 

We made an engagement for /iim to go to 
the doctor at 12 o'clock next day. In the 
meantime a friend of his who had a friend 
representing another company called at his 
home that evening. When advised what he 
had done, his friend urged him to see his 
friend before being examined. He did not keep 
his engagement with our doctor the next day, 
and in the middle of the afternoon we received 
a telephone message that he had changed his 
mind and would not act now. No, we didn’t 
darn his friend’s friend, we kicked ourselves 
that we didn’t send the doctor to him the day 
he signed up. “There’s many a slip, etc.”— 
There’s many a wife—an unexpected sickness 
—a friend’s friead—an important business 
matter—a mother-in-law—a telegram—O, you 
know, my boy! Get him to the doctor or the 
doctor to him at once. 

A talking prospect is a hard nut to crack.— 
He is bound to interrupt you and fly off on a 
tangent so that you find it next to impossible 
to interest him in your proposition. The only 
thing to do is to out-talk him. Keep right on, 
if he butts in—give him something to read— 
make some figures before him—tell a human 
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WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 











interest story—ask him about his lungs, liver, 
lights, etc—until he shows a willingness to 
listen.—But it’s a hard job and calls for your - 
heaviest batteries. 

We underwriters must forget commissions 
where we sell protection. Our business is to 
give something, not to get something. We are 
not collectors. Safeguarding 
home, estate, old age is the cardinal purpose 
of our work, brokerage is secondary. Where 
this idea saturates your gray matter, George, 
you will become Abou-ben-Adhem. 

R. O. Ticixos. 


distributors, 














1860 


16th, 1860: 


Liabilities 
$10,000 
5,866,390 

~ 13,701,958 
29,360,065 


53,133,246 


Assets 
$194,545 
6,640,004 
14,825,966 
34,104,782 


58,215,528 


Jan. Ist 


1861... 
1875... 
1890. .. 
1905... 


1920. . 


Paid to  Policyholders 
since organization 

Assets held as security for 
Policyholders 

Net Gain to Policyholders 
after payment of all ex- 
penses and taxes 





The Guardian Life Insurance 
Company of America 


60th Anniversary 


The following figures show the growth of this 
Company since the first policy was issued on July 


Surplus & 
Div. Funds 
$184,545 
778,614 
1,124,008 
4,744,717 104,827,267 


5,082,283 200,179,021 


Received from Policyholders.......... $172,071,765 


$130,142,891 


58,215,528 188,358,419 


NEW BUSINESS PAID FOR 1919. . $37,342,844 
A GROWING COMPANY FOR GROWING MEN 
For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York City 
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Insurance 
in force 
$499,979 

34,090,100 
54,199,371 


$16,286,654 











AMERICAN 
CENTRAL 


Insurance Co. 
INDIANAPOLIS, IND. 


Established 1899 


“OUT 


LIFE 











HERBERT M. WOOLLEN 


PRESIDENT 
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(Continued from page 13) 
carry insurance in favor of their business is obviously 
because they do not understand it. The reason they 
do not understand it is because they have not had the 
matter explained to them in a sufficiently enlightened 
That partly 


Some men will grant you that they have need 


degree. may be partly their fault and 
ours. 
of it but cannot aiford it; if they cannot afford it then 
that is a pretty sure indication that they most need it. 
If they need it, then it follows that there is a risk 


which they are carrying themselves. If they are not 
meeting this risk in some form or other then they are 
conducting their business at a loss. If they are not 
entering it in the cost of their product or their over- 
under-estimating their 


toward 


head then 


cost, and it will 


charges, they are 


only steer them eventual 


calamity. If they are figuring upon it, and then they 
have a scheme whereby they are meeting it, then it is 
scheme is, it is 


a safe hazard that whatever their 


more liable to failure than a business insurance policy 
could possibly be. 

E. J. Esperance of the Imperial Life, 
Montreal, spoke on the subject of Income In- 
surance. The monthly income plan, he said, 
wherein the widow shares in the company’s 
profits, was the maximum of protection to the 
widow from every viewpoint. It gives the 
maximum revenue with security. 

Other values were. outlined, among them 
the fact that it gives the widow peace of mind 
and a feeling of security in knowing just how 
far she can go in the matter of her expenses. 
It gives her a clear insight as to the future and 
she does not fool herself. 

The final day of the convention opened with 
a discussion led by O. B. Shortly, Metropolitan 
Life, Toronto, on the subject, “Why I Am in 
the Life Insurance Business.” The discussion 
brought out the following reasons: 

(a) Because I love my work. 

(b) Because I have seen the good insurance has done 
and is doing. 

(c) Because of the opportunities of service. 

(d) Because of the value to the community in creat- 
ing the habit of thrift. 

(e) Because it is the most interesting work in the 
world. 

(f) Because insurance is a necessity. 

(g) Because the system of life insurance has pro- 
gressed further toward the ideal unity of interest than 
any other business in the world. 

What life insurance agents should know, out- 
lined by W. Lyle Reid, made an extra fine clos- 
ing tothe convention. An agent, he said, should 
know, first, the value of service of life insur- 
ance both to the family in encouraging the 
habit of thrift and in strengthening the family 
tie, but also to the State in lessening “hand 
outs” in various forms of charity. Its value 
in the business life of the country and in 
Minimizing demands for paternal legislation is 
incalculable. 

Then the agent should know the funda- 
mentals of salesmanship, have knowledge, tact, 
Perseverance. He must know how to get 
Prospects and how to develop them. He must 
know how to make the most of his interviews, 
by being punctual, business-like, honest, watch- 
ing for avenues to arouse interest. How to 
use imagination, how to picture the policy in 
action, how to avoid disparaging remarks as 
to other companies are other points upon which 
knowledge is useful. : 

The next annual convention was voted to 
be held in Victoria, B. C. 


The following text books were endorsed: 

Wm. Alexander—What Life 
and Does. 

Wm. Alexander—How to Sell 
ance, 

J.*M. Langstaff—Life 
to Sell It. 

Norval A. 

Dr. Huebner—Life Insurance. 

The 


elected, are: 


Life Insur- 


Insurance and How 


Hawkins—The Selling Process. 


officers for the year 1920-1921 as 


Honorary President—E. S. Miller, Imperial Life, 


Regina. 
President cy. BE: 
ronto. 


Shortly, Metropolitan Life, To- 


Provisional Vice-Presidents: 
British Columbia—E. W. 
Alberta—W. L. 
Saskatchewan—George Underwood, Saskatoon. 
Manitoba—D. J. Scott, Winnipeg. 

Ontario—T. E. Holmes, Hamilton. 
Quebec—W. O’H. Percy, Montreal. 

New Brunswick—Robert Reid, St. John. 
Nova Scotia—F 


Keenleyside, Vancouver. 
McBeth, Edmonton. 


. G. Taylor, Halifax. 


Prince Edward Island—J. O. 
town. 
Newfoundland—J. O. Hyndman, St. John. 


Ilonorary Secretary—W. T. 


Hyndman, Charlotte- 


Lamb, Ottawa. 
General Secretary-Treasurer—J. H. Castle Graham 
Toronto. 


’ 


Chairman, Executive Committee—J. B. Hall, Toronto. 


Metropolitan Life Changes 

Vhe retirement of George B. Scott as man- 
ager of the Pacific Coast head office of the 
Metropolitan Life and his return to duties as 
third vice-president in the home office at New 
York make necessary various changes. Ernest 
H. Wilkes, superintendent of agencies of the 
Great Western Territory, has been appointed 
assistant secretary and made manager of the 
Pacific Coast head office. Edward G. Galt, 
superintendent of agencies in that territory, 
remains with Mr. Wilkes in his present 
capacity. 

To fill the vacancy in the Great Western 
territory caused by Mr. Wilkes’ promotion, 
James A. Smithies, superintendent of agencies 
of the Middle Atlantic territory, has been 
made superintendent of agencies of the Great 
Western territory. In place of Mr. Smithies, 
James P. Bradley, superintendent of agencies 
of the Southwestern territory, has been made 
superintendent of agencies of the Middle At- 
lantic territory. 

To fill the vacancy caused by Mr. Bradley’s 
transfer, Cornelius Van 3out, superin- 
tendent of the Syracuse district, has been ap- 
pointed superintendent of 
Southwestern territory. 


den 


agencies of the 


La Fayette Life Enters Illinois . 

The La Fayette Life of La Fayette, Ind., 
has been licensed in Illinois, thus adding a 
State to its territory which not only contains 
a large population, but adjoins the company’s 
home State and can be economically cultivated. 
The company has now passed the $14,000,000 
mark, and as business is coming in rapidly, the 
$15,000,000 mark will undoubtedly be crossed 
this year. 
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Insurance Is 


Woodmen of the World Win Case 

As_ previously 
Camp of the Woodmen of the World won its 
case in the District Court of Otoe county, 
Nebraska, and Commander W. A. Fraser has 
sent a letter to members commenting upon it. 


announced, the Sovereign 


He states that every delegate voted for the 
enactment of the present laws, now upheld 
in court, but that some later endeavored to 
upset the plan by injunction. The court, how- 
ever, has determined that the acts of the 
Sovereign Camp were valid, and that the rates 
and plans adopted were fair and reasonable 
and were necessary for the perpetuation of the 
organization. 


Top-Notchers in Franklin Life 

The Franklin Life $250,000 
Clubs met in Boston last week. 
Quarter 


and $100,000 
There were 
forty-six Million 
Dollar Club, eleven of whom wrote and paid 
for $500,000 insurance or over during the club 
There were upwards of seventy in the 


members in the 


year. 
$100,000 Club. 

A very distressing circumstance 
death of Mrs. Warren W. Colby, President 
Stadden’s daughter, while the Western agents 
were gathering at the home office, Springfield, 
Ill., on their way to Boston. Mr. Colby is one | 
of the company’s most successful agents. 


was the 


Travelers ‘“Tower’’ Contest 
The Travelers has just announced the win- 
ners in the “Tower” contest for new accident 
risks written April 12-June 26, with premiums 
to be paid by July 24. A ten per cent bonus 
and a trip to the, home office, with appropriate 
entertainment, offered to the twenty 
agents ranking highest in premium volume 
and also to the twenty ranking highest in num- 
ber of risks. Fifteen qualified in both classes. 
Of the twenty-five agents on the two lists, five 
are from Memphis, Tenn., and three are from 
Denver, Col. Nearly all the others are from 
Western States. 
Kansas Report Due Shortly 


Authority to compel the attendance of wit- 
agents 


was 


nesses, the revocation of licenses to 
and the reimbursement of taxes erroneously 
paid by insurance companies are three general 
propositions which Frank L, Travis, Insurance 
Commissioner, will ask the Kansas Legisla- 


ture to adopt at the next session. He will ask 


for a special license clerk, a securities clerk 
and a registration clerk for recording the 
policies of life companies in addition to the 
present force of the department. 

The recommendations will be embodied in 
the biennial report of the department, shortly 


to be issued. 


International Claim Association to Meet 

The eleventh annual convention of the In- 
ternational Claim Association will be held at 
the Marlborough-Blenheim hotel, Atlantic 
City, N. J.,.on September 22-24. 
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Horapresident = ‘Sexretary-Treasurer || | Tae PENINSULAR CASUALTY INSURANCE CO. 


FIRE Home Office —BAY CITY, MICHIGAN 
Authorized Capital $250,000.00 
= NC 
RE INSURA E Now writing—Accident and Health Insurance, Live Stock, 
NORWEGIAN ATLAS INS. C0., Ltd. Commencing January Ist, will write General Casualty Lines, 


including Automobile. 


WEMPLE & COMPANY, Inc. ore 


sti: Colon C. Lillie, Lowry Vahey, Harmon J. Wells; 
15 William Street President. Managing Underwriter, Secretary and 
New York New York General Manager 




















Stability with Fraternity 


Federated Fire Re-insurance Co. THE FRATERNAL AID UNION 


Authorized Capital $1,000,000.00 A Fraternal Beneficlary Association that Issues 
° MODERN LIFE INSURANCE CONTRACTS 
Subscribed $1,000,000.00 ON THE LEGAL RESERVE BASIS 


Re-Insurance Business Only. Assets of Two Million Dollars Operating in Thirty-eight States 
SOMETHING DIFFERENT | 





Home Office 


; If interested, address 
314-320 M.B.A. Bldg. Mason City, Iowa V. A. YOUNG, Supreme President, LAWRENCE, KANSAS 
































If you can write Ordinary and Industrial THE RIDGELY 


business in an exceptional field, uncer a pro= PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





gressive live-wire manager, who controls five 


offices, all making exceptional records and 





incidentally green=-backs, address (in strict 


. Surplus to Protect Policy-Holders = = = $241,214.11 
confidence to you) Box 75, Ironton, Ohio. Deposited With Massachusetts State Treasurer, $100,000.00 











GEORGE WASHINGTON LIFE INSURANCECO. 
Charleston, W. Va. 


The popularity of our SPECIAL CONTRACTS such 
as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 





MONTHLY INCOME COUPON BOND POLICIES, mean [TEE KANSAS LIFE 

SUCCESS to wide awake Insurance Salesmen. 

: be sa tiga serene nepal ware presties THE KANSAS LIFE 
or Waiver of Premium an onthly Income and a clean 

cut DOUBLE INDEMNITY BENEFIT. INSURANCE COMPANY 





Just at present we have a few attractive sc 
openings in the State of OHIO. For particulars address: TOPEKA 
C. B. BEAUMONT, State Manager 

2205 East 83rd St., Cleveland, Ohio JOHN H. EDWARDS, President 


— 























A. M. BURTON, President H. B. FOLK, Secretary 


LIFE AND CASUALTY INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance Life — Health — 
Accident. Pays Fifty Weeks Indemnity— 
Ordinary and Industrial Straight Life Insurance 


Home Office . - . - - - - Nashville, Tennessee 
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Casualty, Surety, Etc. 











WE HELP 





It’s our business to 
help American Casualty 
Companies to serve the 
great public by furnish= 
ing the protection it 
must have. 


To help do this by 
REINSURANCE is our 
part in the great game. 


EMPLOYERS 
INDEMNITY 
CORPORATION 


Kansas City 


NEW YORK 
35 Nassau Street 


CHICAGO 
Insurance Exchange 











COMMONWEALTH 
CASUALTY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 








COMPANY 

















CASUALTY, SURETY & 
MISCELLANEOUS 


NIGHT SCHOOL IN SURETYSHIP 


Johns Hopkins Will Give Course Under 
Direction of George L. Radcliff 


The night school of Johns Hopkins Uni- 
versity will give a course on suretyship accord- 
ing to a recent announcement. The course 
will be conducted by Vice-President George L. 
Radcliff, of the Fidelity and Deposit, of Balti- 
more. The course has been projected for 
more than a year past, but no instructor was 
appointed. The Fidelity and Deposit having 
now guaranteed expenses and instructors to 
carry on the course, the latter has now been 
added to the university’s schedule of courses. 

Baltimore has come to be a casualty insur- 
ance center and for this reason the course 
will be especially valuable in that city. The 
action of the Fidelity and Deposit Company 
in guaranteeing the course will meet with par- 
ticular approval and there is no doubt but that 
the surety business will be placed upon a higher 
scale by the action taken. 








New Compensation Rates in Alabama 

Commissioner of Insurance A. W. Briscoe 
of Alabama has approved the new schedule of 
rates for workmen’s compensation insurance 
for that State. The new manual, he states, 
shows a material reduction in rates on most 
of the classifications in which the citizens of 
the State are interested and the Commissioner 
announces the new rates are to become effect- 
ive from noon, September 15. 

The new schedule of rates will be mailed at 
the end of this week simultaneously to all in- 
terested parties. It is stated by the Commis- 
sioner that the outstanding point in connection 
with the revision is that the level of rates has 
been substantially reduced. This, he says, is 
the composite result of a general readjustment 
of rates based on the large spread of recent 
experience and of the use of a new and more 
accurate method of treating separately the 
three important elements of cost, as follows: 
One representing death and total permanent 
disability losses, a second, medical cost, and 
a third, “all other” cost. 

The change in rate level is attributed by 
Commissioner Briscoe to the operation of sev- 
eral factors affecting the cost of workmen’s 
compensation insurance. Factors tending to 
decrease the rate follow: Increased wages, 
the introduction of a factor to reflect the pres- 
ent status of the workmen’s compensation law, 
reduction in expense charge and the elimina- 
tion of loading for schedule rating. The fac- 
tor, which according to the Commissioner, 
tends to increase rates, is the increase in medi- 
Hs says: 

Concurrently with the general increase of 
the rate in wages, the fee scales of doctors, 
hospitals, etc., have been increased consider- 
ably, so that the cost of providing medical and 
surgical attention has increased and probably 
will continue to increase. 
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Business Integrity 


is important when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims. 

Our Company offers attractive 
reinsurance in connecticn with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Automobile or Burglary Risks 
backed by an excellent reputation 
for Integrity in its business deal- 
ings. 


AMERICAN 
REINSURANCE CO. 


HANOVER BANK BUILDING 
NE w Yor; 


OTITMINITIITTII TI EE 








MUULICITITITINIIN TT 








State Fund Proves Inadequate 


The Washington State fund is apparently 
running low due to the heavy drain for death 
and total disability cases in the lumbering in- 
dustry. The Industrial Insurance Commission 
of the State is authorizing a call for more 
premiums for April, May, June and July, to be 
paid on or before October 1 and formal notice 
is being sent to each State fund contributor. 
The July expenditures for this class of risk 
totalled $76,000 and the balance for the class 
on August I was only $112,000, indicating that 
it would be exhausted by October I. 


Accident Statistics 


There are 2,000,000 industrial accidents in 
the United States annually. Each of more 
than 700,000 industrial workers loses more 
than four weeks every year as a result of in- 
dustrial accidents. There are at least 22,500 
industrial deaths annually in this country, and 
our industries turn out each year 15,000 work- 
men suffering from permanent disability. 

These figures are given to the Journal of the 
American Medical Association by R. M. Little 
of the Safety Institute of America, New York. 
The United States Bureau of Labor estimates 
that 450,000,000 day’s time is lost every year 
by the 50,000,coo workers in this country on 
account of sickness. 


Casualty Agency in Little Rock 


W. W. O’Neal, owner of an independent in- 
surance agency of Little Rock, Ark., has closed 
a contract with the National Surety Company 
of New York, and the United States Casualty 
Company also of New York, which will mean 
much to the opportunities for insurance in 
Arkansas, according to an announcement made 
by Mr. O’Neal. 





—The Union Assurance Society, Ltd., of London, 
England, has been admitted to the State of Arkansas 
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Agency Wants 
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General Agencies Wanted for Porte Rico 


A reliable old established firm in San Juan, Porto Rico, 
desires to represent as Sole General Agents in the Territory 
of Porto Rico several first class Insurance Companies 
writing the following lines: Fire, Employer’s Liability, 
Automobile Liability, Plate Glass, Boiler Insurance, Bur- 
glary, Marine, Tornado & Cyclone, Fidelity. 

Highest Bank and Personal references furnished. 

Correspondence to be addressed Box 15 care of THE 
SPECTATOR. 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 


Telephone Walnut 8761 











Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford  National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- wr.ters of America 
surance Stuyvesant Automobile Insurance 


Fidelity-Phenix 4 
Insurance Underwriters BROKERS’ LINES SOLICITED 


J. HH. NITCHIE 


ACTUARY 


19 SOUTH LA SALLE STREET 


1523 Association Building 


Telephone, State 4992 CHICAGO 





W, _H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


256 BROADWAY NEW YORK 

















NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, Mar., ROCHESTER 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





W,, R. HALLIDAY 


CONSULTING 
ACTUARY 


INSURANCE EXCHANGE CHICAGO 








PONALD F. CAMPBELL 
CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 











JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 











SOBRINOS DE EZQUIAGA 
ESTABLISHED 1821! 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansar Bidg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, lowa 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 














J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 

insurance or consolidation of either Legal Reserve, Mutual 

Assessment or Fraternal Life Companies, Associations or 

Orders. 

Temporary money advanced on strictly private 
arrangements. 

All communications held personal and confidential. 

Address J. L. MITCHELL, 604 Masonic Temple, Chicago, III. 


J ULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 








7. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 














E, F. JANSSENS 


Agent d’Assurances 
et de Reassurances 


Anvers 
2 Courte rue des Claires 


Bruxelles 
28 rue St Michel 





JNO. A. COPELAND 
CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA, 








fF, M. SPEAKMAN, ©. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 

















Actuarial 








T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 











FFACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 















A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 











ABB LANDIS, Actuary 


To January Ist, 1920, Mr. Landis 
has been employed by 204 of the old-= 
est and largest Fraternal Societies in 
the United States and Canada, to 
compute rates of contribution, to 
make valuations, to report on read= 
justments, to prepare fornis of certifi- 
cates, to write constitutions and to 
give technical advice. Long experi- 
ence in Fraternal work and technical 
knowledge of insurance and law give 
a superior value to his services. He 
has dealt with every phase of the busi- 
ness to the satisfaction of clients. 
NASHVILLE TENNESSEE 
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Insurance Lawyers 








I ELAN D 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 
fast, Ireland. Refer to Equitable Life, Mutual Life, New 
York Life, Metropolitan, Aetna Life, John Hancock Mutual, 
Illinois Life, Boston Mutual and American Consui at Bel- 
fast. Cables: Mclldowie, Belfast. 














Insurance Examiners and Adjusters 








BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 


Adjusters For 
Casualty Companies 


Appraisements (Auto Damage) 
Appraisements (Aero Damage) 
Adjustments (Aero Claims) 
Auto Subrogation Claims 
WE HANDLE 
Anything and Everything in Insur- 
ance Claims. 


Claim Investigations 
Claim Adjustments 
Claim Photography 
Surveys 








CLAIM SUPERVISION 


The busy claim executive likes to feel 
that the cases he refers to a field rep- 
resentative will be promptly and efficient- 
ly handled without further supervision. 


Liability, Compensation, Accident and 
Health Claims 


Territory, Virginia and North Carolina 


R. L. NASE 
Adjuster for Casualty Companies 
1109-10 Mutual Bldg., Richmond, Va. 











Recent Deaths 
San 


Coast manager for the London and Lancashire 


Sam B. Stoy of Francisco, Pacific 
lire of Liverpool and its affiliated companies, 
died on Monday last following an operation 
for tumor. He was recognized as a leading 
underwriter in his territory, and his decease 


will be mourned by a host of friends. 


Charles E. Cotting, for nineteen 
member of the board of directors of the New 
Eneland Mutual Life of Boston, and for many 
years chairman of its finance committee, died 
recently at the age of sixty-four. He 
ceeded his father on the company’s board. 


years a 


suc- 


W. S. Gunnison of Troy, N. Y., district sec- 
retary at Albany of the Underwriters Associa- 
tion of New York State, died suddenly on 
Monday last. 


Insurance Commissioner Appointed for 
Indiana 
Miles Schaeffer, actuary of the Indiana 
State auditor’s office, has been appointed to 
the newly created post of Insurance Commis- 
He will take office on Oc- 
His 
essor will be appointed for four years, which 
will thereafter be the term for the office. 
Mr. Schaeffer was for several years en- 


sioner of Indiana. 


tober 1, and will serve two years. suc- 
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Miscellaneous Insurance 














ON THE PERSONAL SIDE 





L. A. Cerf, the New York general agent of 
the Mutual Benefit Life of Newark, whose 
skull was accidentally fractured last week, 
was operated upon on Tuesday of this week. 
The operation is reported to have been suc- 
cessful, and on Wednesday it was stated that 
he was towards re- 


progressing favorably 


covery. 


Earl C. Campbell has entered the service of 
the Pacific Mutual under the James W. Ross 
Mr. Camp- 
bell has had experience with the Government 


General Agency, as special agent. 
insurance and is counted on to make an ex- 
cellent representative for the Pacific Mutual. 


of the 
short 


G. M. 
Massachusetts 


Parks, 
Mutual, is 
He is expected back early 


Providence manager 
spending a 
vacation in Europe. 
next month. 
Harold P. Trosper, of the Northern Assur- 
more 
twelve 


for 
the 


ance Company of Michigan, paid 
million of insurance in 


months ending July 31, last. 


than a 


A. J. Calef, auditor of the Columbian Na- 
tional Life, is seriously ill. He was operated 
upon for appendicitis and it was discovered 
that his ailment was far advanced. With his 
splendid physique and constitution, however, 
it is confidently believed by the doctors they 


will pull him through. 


eaged in the banking business and in 1910 went 
with the Frank J. Haight bureau, being ad- 
vanced rapidly to the position of chief asso- 
ciate of Mr. Haight. He continued this con- 
nection for six years and was then appointed 
to his present actuarial position where, since 
1917, he has had charge of Indiana insurance 
matters. 


Bankers Fire of Lincoln, Neb. 


Joseph J. Zezulak has joined the under- 
writing staff of the Bankers Fire Insurance 
Company at its home office at Lincoln, Neb., 
as examiner. Mr. Zezulak had _ several 
years’ experience as examiner with the Co- 
lumbia Fire Underwriters (National of Hart- 
ford) under Talmage & Love at Omaha, and 
is thoroughly familiar with underwriting 
throughout the Middle West. 

The Bankers Fire is making rapid progress 
in becoming well represented in the States in 
which it has been licensed, namely, New 
Jersey, Pennsylvania, Kansas and Nebraska, 


has 


and preliminary arrangements are well ad- 
vanced in numerous other States in which the 
company has applied for admission and will 
undoubtedly be operating very shortly. ; 

The company's semi-annual statement as 0! 
lune 3, 1020, shows a material increase in net 
surplus in spite of the usual heavy contem- 


27 


F, W. P. Rutter, general manager at the 
head office of the London anl Lancashire Fire 
of Liverpool, is about to visit this country. 

John Hayes, for nearly three years assistant 
cashier of the Merchants and Savings Bank, 
Madison Wis., has resigned his position to 
identified with the North Western 
Casualty and Surety Company now being or- 
ganized in Milwaukee. Mr. Hayes is a former 
member of the staff of the State 
partment. 


become 


3anking De- 


George W. Blossom, of Fred S. James & 
Co., arrived from Europe last week on the 
Aquitania. He spent several weeks in London 
and Paris at the head offices of the Eagle, 
Star and British Dominions, the General and 
the Urbaine, the 


United States managers. 


which firm represents as 

Owen D. Jones, general manager of the 
North British and Mercantile Insurance Com- 
pany at the Edinburgh office, is visiting the 
United States branch, having arrived on the 
Aquitania last Saturday. 

Percival Beresford, United States manager 
of the Phoenix of London and president of 
the Imperial and Columbia, announces the ap- 
pointment of T. S. Cawthorn as special agent 
of the three companies in Texas to assist State 
Agent Myron T. Kinney. He will make his 
headquarters at Dallas, 


plated expense of a new company, same being 
$305,040, while the total assets of the company 
are considerably in excess of $1,000,000. 


New Agency for Bierce, Sage & Co. 


The American Indemnity Company 
Galveston has appointed Bierce & Sage Com- 
pany of Detroit general agents for Wayne 
county, Michigan. For six vears the Ameri- 
can Indemnity has operated a branch office at 
Detroit, but recently decided to close in and 
go upon a general agency basis. Bierce & 
Sage Company take over all the employees of 
the branch office except the manager. 


of 


Plans for Rating Fleets 


The board of managers of American Marine 
Insurance Syndicates “B” and “C” announce 
that a meeting of the rating committee of the 
board of managers will be held at 11:30 on 
Tuesday of each week, at which any fleets 
placed before them for rating will be given 
consideration. Brokers desiring to have fleets 
rated will notify the assistant underwriter be- 
fore noon of the Monday preceding, giving the 
name of the fleet and full particulars: also in- 
dicating if it is their desire to appear before 
the board of managers to make any verbal 
staterr ent. 

























WM. B. CLARK, President 
1819 - 1920 
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of Service 


Losses Paid over $183,000,000 
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THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 










New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mgr. 








‘ HOME LIFE INSURANCE CO. 


NEW YORK 
WM. A. MARSHALL, President 


The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 

For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 
256 BROADWAY, NEW YORK 




















North American Fire Ins. Co. 





of Des Moines, Iowa 


Assets, $796,357.76 


Lines Written: 
Fire, Tornado, Hail 


O. P. ODE, President 
JOHN PETERSON, Secretary 
W. G. HODGE, Asst. Secretary 
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Service of Quality to Policyholders 
Contracts of Superiority to Representatives 





ww AN, Write for information relative to open territory. Have two 


or three agencies with business ‘established where change 14s 
desired. 








The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy 
contracts from age 3 months next birthday to 60 years. 
INDUSTRIAL POLICIES are in full immediate 
benefit from date of issue and are up-to-date in every 
respect. 


ORDINARY POLICIES contain a_ valuable 
TOTAL AND PERMANENT DISABILITY 
Clause and DOUBLE INDEMNITY features and 
are guaranteed by State endorsement. 








A Home Life policy brings peace of 
mind to the man who loves his family. 











a 
BASIL S. WALSH. President P. J. CUNNINGHAM. Vice-Pres. 
JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treas. 











Independence Square Philadelphia, Pa. 




























Kristiania Shipping, Insurance and Trading Co. A/S 








KRISTIANIA 
(27, Karl Johansgate) 
Manager (Insurance Branch): H. C. O. Sidney 


Insurance and Reinsurance Managers and Brokers 


Facultative Reinsurance and Obligatory Treaties Negotiated 





“CLARO”, KRISTIANIA 
TELEGRAMS:{ wrpguTING AVE.,’? LONDON 








LONDON, E. C. 2. 


(65, London Wall) 























Rese 
Othe 
Capi 
Net. 


Sur] 


i i a 





mac 
“oy P 








August 26, 1920 THE SPECTATOR 

















INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


JANUARY, I, 1919 


Reserve for Unearned Premiums................0.s002+- $996,557.81 

OGiet EAA INOD  ioi5osisccisiesinneniettec dace sb acieeaclnsins 242,981.13 

ied entnedesrenexeesioeabaseddevess $250,000.00 

eG GID UIR 2 oss cis. ois: vials crercig. creieiete cie'e vere eialevoiere 956,350,28 

Surplus to Policyholders ...............cceeeeee0: 1,206,350.28 
Total Assets.............. $2,445,889.22 


WM. H. PALMER, President W.H. McCARTHY, Secretary 





A FEDERAL INSTITUTION 


The Masonic Mutual 
Life Association 


OF THE DISTRICT OF COLUMBIA 
Chartered by Special Act of Congress March 3, 1869 





ity of the Old Line. Surrender Values, and Special 
The scone a the Fraternal. Advantages not found elsewhere, 


Select work, with big returns to high class representatives. For terms and territory 
write to 


WM. MONTGOMERY, President and General Manager 


1621 H Street, N. W. Washington, D. C. 
Required by the laws of the United States to maintain the legal reserve on every policy. 








National Liberty 
Jusurance Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 
Statement, January 1, 1920. 
Cas Capital o.oo e/ecsieiac once ania do dievne avicevea ol OU OGee OO 


PNGB OE Becks aiiev sca accriars. Wie evaeve, arse $5 srresd ease ow serene y'all RE Oe 
Liabilities including Capital................... 7,638,598 .39 
INGE SUE PNUG 5.6.6 o's; ccs. c.0/0. ci) eeree-6.< viet el occiaue sxe SOMO OS 
Surplus to Policy Holders....... wececees 4,109,647 .98 


HEAD OFFICE: 
709=717 Sixth Avenue, Cor. 41st Street, New York. 








GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 





























C. A. CRAIG, President N. H. WHITE, 3rd Vice-President 
W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C. R. CLEMENTS Secretary and Treasurer 


The National Life and Accident Ins. Co. 


OF NASHVILLE, TENN. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$150,000.00 Deposited with Treastrer of Tennessee! 








GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
Two good personal producers may combine 

to get contract. 
If you cannot produce personally do not 
apply. 


Address West Virginia, care of THe SpxcTaToR, 
P. O. Box 1117, New York City, N. Y. 














RITISH AMERICA ASSURANCE CoO. 
TORONTO, CANADA 


INCORPORATED 1833 


FIRE, AUTOMOBILE, EXPLOSION, RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 


UNITED STATES BRANCH 
January 1, 1920 





Assets PPPOE TST TTT ere Peete oe er $2,297 350.46 
i ost plik ca eee ane 1,517,850. 59 
NN. 5 cacieemenmpeceeeees Benes $779,499 . 87 


W. B. MEIKLE, President and General Manager. 





BEL 


FOR FOLDER 
SHOWING ELABORATE DISPLAY 











American National Insurance Company 


of Galveston, Texas 
W.L. MOODY, JR., President 


Fifteenth Annual Statement, December 31, 1919 


ASSETS 
Real Estate Owned..... fords SS tls) orate aot al eh erage kg aot red ara $884,324.41 
Mortgage Loans, First Liens................... ies is ae ee at 3,091,830.79 
Loans Made to Policy Holders on Company’s Policies.......... 651,057.17 
WM acy chk cova mv 94 CktuRE Renee TRER PRG uA TIAGAeEL ae 1,589,468.02 
Collateral Roatig 2. econ ose cin wavcieernenvidecsedecanadas se 32,600.00 
Capita OE ICE cp cc emesaedd ccwanencesacuee ses tac 46,679.22 
Pe RS ES NPP Ee reer rere ree Tre ene 690,373.70 
Interest Due and Accrued......... so aa SiO at aha ata ot WR alia @ ag) oi eaoea a 157,631.02 
Net Deferred and Uncollected Premiums..................... 168,995.02 
INCOR MER as citi Kelas a ed Odd er CEC CRE ae Cmaeae nen, 2,827.02 
‘> , . 

LIABILITIES $7.815,786.27 
Net Reserve American Experience 3 and 344 per cent.......... $5,743,808.08 
Special and Contingent Reserve...........ccccsccccccccccecs 226,521.59 
Death Losses in Process of Adjustment...................... 52,029.75 
eg Be eee ere err eee re Fem ne 100,120.13 
Capital St0CK 6... 62d cccncciencicnneocdeciesc case ce s@eOOmOe 
Amp eNOd WIS = 6 Wal8 a ca rene cule eccwensakeenscas 185,842.40 
Surplus...... male noe cers ee wiasiyining Cel Klee ealaew see cats 757,464.42 
Surplus Security to Policy Holders... . 2c. cscecs ic céccceceuc ce 1,193,306.82 

¢ 


Life Insurance in Force, $101,632,847,00 */*2!+786.87 
Paid Policy Holders, $7,175,570.00 


“*Anchor to the Anico”’ 


For Further Particulars Write to: 


C. S. Hutchings, Actuary and Agency Mgr., Ordi , 
W. J. Shaw, Secretary and Mgr., Industria! poe 
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GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 731 Railway Exchange Blidg., Kansas 
City, Mo., Mgr. Missouri and Kansas. 


J. R. Railey, 807-8 Southwestern Life Bldg., Dallas, Texas, 
Mgr. Texas and Oklahoma. 


W. H. Savage, Vice-President and Agency Director. 





Speaking About Service 


The Peninsular Fire was organ- 
ized for service. That has been 
the foundation of our success. 

Let us show you. 


Statement June 30, 1920. 


Paid in Capital $864,672.54 
Laabilities.. ...:..<:.:. 16,752.00 
Net Surplus.... 442,404.91 


Total Assets. $1,323,829.45 
COLON C. LILLIE, President 
J. FLOYD IRISH, Secretary & Managing Underwriter 














IN KANSAS 


F. S. Jackson, Pres. F. P. Netzger, Sec. 
AMERICAN HOME LIFE INSURANCE CO., 
TOPEKA, KANSAS. 


District Managers and good producers wanted. 
Address—F, P. METZGER, Agency Director. 








‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie’ and We 
Will Grow Together. 


E. C. HINDS, President 


(ton States 


LIFE INSURANCE CO-Memetis. 














GROW TH!— 


Premium Income | 


Ist_Half 1919 Ist Half 1920 


$500,000 {| $800,000 
INCREASE 60% 


Provident Agents Share This Prosperity 


THE PROVIDENT 
LIFE AND ACCIDENT INSURANCE CoO. 
of CHATTANOOGA TENNESSEE 


Premium Income 








AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 


An attractive contract will be given the right man. 
Address Middle West, 
Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 


$6,000.00 — $12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.00 




















Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 


Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company 


W. T. GRANT, Vice-Pres. 


KANSAS CITY, MO. 








1857——The Oldest Life Iasurance Company in the West=1920 


St. Louis Mutual Life 
Insurance Company 
ST. LOUIS, MO. 


Its splendid record makes its Liberal and Up-to-date Life and 
Endowment Policies easy to sell. rc 


Live Agents Wanted in Unoccupied Territory 
Address inquiries to the Home Office, St. Louis, Mo. 


Che Independent Order of Puritans 


Home Office—Suite 818 Westinghouse Building, Pittsburgh, Pa. 
—ISSUES— 

Lee ase guaranteeing a fixed monthly income to 
Annuities Certificates your family in event of death or to your- 
self in case of disability or old age. 

Life Certificates 10 year term, Whole Life and Endowment Plan. 

e ° ° ° e teei tec- 

Combination Sick, Accident Annuity fion ‘against loss of 
° cee time from sickness 

and Funeral Benefit Certificates or Accident and a 
Funeral Benefit Paid 

on death from any cause. 


PAID TO MEMBERS, JULY 1, 1917, $852,234.97 
ANNUAL RESOURCES $500,000.00 
An up-to-date progressive association possessing the strong features of 
adequate rates (American Experience Table of Mortality, 4 per cent) and 


Economical Management. ~ 
INSURANCE IN FORCE $15,000,000.00 MONTHLY INCOME ANNUITIES 


























Industrial Life and Health 


Insurance Company 
Home Office: 502-511 Austell Bldg., Atlanta, Ga. 


Insures men, women, and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN N. McEACHERN, President 
R. H. DORBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I, M. SHEFFIELD, Secretary | 
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NOW READY 





INDISPENSABLE TO EVERY LIFE AGENT 


Two Companion Pocket Publications 
Unequaled as Canvassing Documents 


THE STANDARD WORK ON PREMIUM RATES AND POLICIES 


The Handy Guide 


Premium Rates, Applications and Policies 
TWENTY=NINTH ANNUAL EDITION, 1920 


The only work giving complete premium rates and policy 
forms of 170 leading companies. 

The Handy Guide presents the facts concerning premium 
rates, surrender values, policies and applications of the active 
life insurance companies of the country. 

The book being alphabetically arranged, is self-indexing, and 
all of the matter relating to any one company is grouped to- 
gether. The volume also contains annuity rates, reserves upon 
various mortality tables and rates of interest, etc. 

its value to every progressive agent is incalculable. 

In the many years of its publication The Handy Guide has 
maintained the highest reputation for reliability and complete- 
ness, 

‘Price, in flexible binding, $3.75 


Price, with thumb index, $4.00 


Vest Pocket 
Life Agents’ Brief 


1920 EDITION 


The most convenient work on premium rates, dividends, net 
cost, cash values and policy provisions. 

Premium rates for 125 companies shown at a glance. All 
companies listed under each age. 

Dividends and Average Yearly Cost for 5 and 10 Year 
Periods. A new and valuable series of tables, showing divi- 
dends paid year by year for a period of ten years and the aver- 
age yearly cost for both fiveand ten year periods. Theschedule 
covers Ordinary Life, Twenty-Payment Life and Twenty-Year 
Endowment policies issued at ages 25, 35, 45 and 55. The 
arrangement of the tables admits of an instant comparison of 
dividends to policyholders and net cost, making it invaluable 
to the agent when comparing the figures of two or more com- 
panies, 

This edition of the Life Agents’ Brief also presents, for the 
first time, in compact form, the amount of annual dividends per 
$1,000 of insurance paid in the year 1920 on the three leading 
forms of policy contracts, viz.: ordinary life, twenty-payment 
life, and twenty-year endowments, issued during a period of 
five years. The dividends are given for ages at entry of 25, 
30, 35, 40, 45, 50,55 and 60. Byaconcise form of arrangement 
the figures are shown in immediate contrast with the premium 
charged, so that the determination of the net cost is easily 
arrived at. 

Policy provisions clearly indicated for all companies under 
appropriate headings, including military and naval service 
clauses. 

Net cost shown for ten years of actual experience. No 
estimates or guesswork. 

Cash va'ues presented in most comprehensive form. 

The best and cheapest work for agents. 


Price, in flexible binding, $2.00. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE PUBLISHERS NEW YORK 





5 ARNE NR mm a 
IT IS VITALLY IMPORTANT 


as a salesman of Commercial Accident and Health Dis- 
ability policies that you learn more about Continental In- 
come Protection forms—the forms that sell and stay sold, 
backed by the greatest Accident and Health Insurance 
organization in America. 

CONTINENTAL CASUALTY COMPANY 


H. G. B. Alexander, Pres. 


General Offices: Chicago, U.S. A. 
Canadian Head Offices: Toronto, Ontario 











United States 
Fidelity & Guaranty 


Company 
BALTIMORE, MD. 


Home Office Bldg., Calvert, German and Mercer St 
JOHN R. BLAND, President 








CAPITAL, PAID IN CASH. ...$4,500,000.00 


Ue dancin so oce cecuinnéanveddeceneeaae sadn $3,979,763.87 
RESERVES. .....ccccsccccccccccccccccccccccece 19,527,428.74 $23,507,192.61 


TOTAL CAPITAL, SURPLUS AND RESERVES ------++-++++++ $28,007, 192.61 








Casualty Life 


RE-INSURANCES 


WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 


Fire 


























THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER . 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established 1869 


LONDON GUARANTEE & ACCIDENT CO,, Lid, °Ergeer 


Head Office: CHICAGO, ILL. PF. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 55 John Street, New York. 
STOKES, PACKARD, HAUGHTON & SMITH, } ; 
434 Walnut Street, Philadelphia, Pa. 


Resident Managers ; 
ELMER A. LORD & CO.. Resident Managers 145 Milk Street, Boston, Mass. 








American Indemnity Company 


Home Office, ~ Galveston, Texas 
Cash Capital $600,000 - Assets, Over $2,000,000 





This company was examined bythe New York Insur. 
Department as of June 30th, 1919. 

The examiners in part stated: 

“RESERVE FOR LOSSES. The company’s estimates 
covering the classes of insurance it writes were found to be very 
conservative and ample provision has been made to meet this 
liability.”’ 








Responsible Agents Wanted Where not Represented. 
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A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL. 











WISE AGENTS PUSH 


“AUTOMOBILE 
CASUALTY INSURANCE’’ 


WE ALSO WRITE 


Fidelity and Surety Bonds 
Plate Glass and Burglary Insurance 





-c. O. Ss, 
— WICHITA, KANSAS 


‘Conservative but Aggressive” 





y 
GENERAL OFFICES: 
2nd Floor Coal Exchange Wilkes-Barre, Pa, 
Live men want a live Company. | 
Our Salesmen make money. 
Good contract for the right man. 
JOHN F. TUBBS, H. B. WILSON, 


President Secretary 


Write Us Today. 























The Fidelity and Casualty Company 
of New York 


92 LIBERTY STREET, NEW YORK, N. Y. 


Metropolitan Offices: 90 and 92 WILLIAM STREET 


Semi-Annual Statement, June 30, 1920 


a en eee naa aerate kee $22,322,676.73 
I once lene Spe Pekin decane oh iay care 48,569, 766.53 
I Se ee eee eee Te lll 
SURPLUS OVER ALL LIABILITIES.............. 1,552,910.20 
LOSSES PAID TO JUNE 30, 3920 ................ 75,086,450.62 


CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 








TWO BOOKS BY WILLIAM ALEXANDER 


What the Author says about these Books 


1. WHAT LIFE INSURANCE IS AND WHAT IT DOES 


“The agent who wants to serve the public and who wishes 
to be a convincing and successful salesman must know of 
his own knowledge that life insurance rests on a scientific 
foundation as steadfast as the everlasting hills. Conse- 
quently every insurance salesman should read a primer such 
as this which deals with fundamental principles.” 


2. HOW TO SELL INSURANCE—(Just Published) 


“This is a practical guide to the insurance salesman. It 
is no more important than the other book, but it will prove 
more entertaining and profitable, as the effort has been to 
embody in it all the hints about canvassing that the agent 
will need in his work in the field.” 





WHAT LIFE INSURANCE IS AND WHAT IT DOES 
Price per copy bound in cloth, $1.50 








HOW TO SELL INSURANCE 
Price per copy bound in cloth, $2.00 





Liberal discounts are allowed on both of these books sold 
in quantities. 


PUBLISHED BY 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST, LARGEST, STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00. 


And Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1919: 


ko econ sa eae eeees $20,700,133.74 
NN hi ay aly Sabana’ 18,650,203.62 
Capital and Gorgias... . ...<026.600: 2,049,930.12 
Insurance in Force.............0.¢- 176,501,808.00 
Payments to Policyholders.......... 1,851,338.97 


Total Payments to Policyholders 
since Organization............ 23,840,173.80 


JOHN G. WALKER, President 








New, Improved and Greatly Enlarged Edition of 


Fire Insurance Inspection and Underwriting 


By C. C. DOMINGE and W. O. LINCOLN 


Associate Members, National Fire Protection Association 
Members, Insurance Society of New York 


3200 DIFFERENT SUBJECTS TREATED 
NUMEROUS ILLUSTRATIONS 


A Complete Text and Reference Book for 


Fire Insurance Inspectors and Underwriters, Students, 
Firemen and Others Interested in Fire Prevention 


Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 
Chemicals and their Hazards Described 
Manufacturing Processes & Special Hazards Listed 


Alphabetically Arranged—Printed on Thin Paper—Bound 
in Flexible Covers—Just the Book for the Under- 
writer in Office or Field . 


PRICES 
Flexible Binding, $5.00 














Attention, Insurance Men! 





A progressive insurance company recently licensed in 
Virginia, and having over 600 prominent stockholders 
throughout the State, has some excellent openings for 
ambitious insurance men who are anxious to secure 
General Agents’ or District Agency contracts. Good 
leads furnished and every assistance given to develop 
territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick 
seller. 


All anseers treated with confidence. 


Address L=438, care of THE SPECTATOR, 
P. 0. Box 1117, New York City, N.Y. 














De Luxe edition, thumb indexed, $6.50 





THE SPECTATOR COMPANY 
PUBLISHERS 
CHICAGO - - - + = «+s 






NEW YORK 

















LONDON AND LANCASHIRE FIRE 
INSURANCE COMPANY, Ltp. 


OF LIVERPOOL, ENGLAND. 





_. LONDON & 
+ LANCASHIRE 











NEW YORK DEPARTMENT: 
57 AND 59 WILLIAM STREET 





FIRE 


> INSURANCE COMPANY 









SAFETY for 
THE WIDOW’S MONEY 


Through The, 


. MONTHLY 
5 INCOME 
PLAN 





A brilliant presentation of 
the Monthly Income Policy 
is just off the press and is 
ready to supply to those 
-desiring a powerful aid to 
the sale of this great busi- 
ness-building policy, now 
just coming into its own. 


Printed attractively as an 
8-page leaflet, vest-pocket 
size. 











A Sample Will Convince You 
Send For It. 





The Insurance Field Company 


INCORPORATED 


P. O. Box 617 Louisville, Ky 














rp LTO. 


A. G. McILWAINE, Jr., Manacge 
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WE BELIEVE THAT TO AN AGENT WHO DE- 
LIVERS THE GOODS, A MOST LIBERAL COM- 
MISSION IS A CLEAR CUT APPRECIATION. 


WE TAKE PRIDE IN’ PROMPT AND EFFI- 
CIENT SERVICE TO POLICY HOLDER AND 
AGENT. 


GULF COAST LIFE INSURANCE COMPANY 


Gulfport, Mississippi 











THE 


SPECTATOR 


Thursday 














ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 


President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E. KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 











Once More It 


LEADS THEM ALL IN KANSAS 





Of eighty-seven old line Life Insurance companies writing 
ordinary business in Kansas during 1919 official advices from 
the State Superintendent of Insurance again demonstrate the 
choice of the people of its Home State to be 


THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 
WICHITA KANSAS 


PUBLIC LIFE INSURANGE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Saile Street CHICAGO, ILLINOIS 




















Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 








circulation. 
THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 
SOME CHOICE TERRITORY in Texas and Arkansas for 
Field Supervisors who can produce business and instruct Agents. 
Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, | SHREVEPORT, LA. 


Merchants Life Insurance: Co. 


Des Moines, Iowa 


Agency opportunities in nineteen 
states 


WM, A. WATTS, President 














EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in 
the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. . 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO 


WANTED—ARKANSAS 


An attractive General Agency contract 
for the State of Arkansas—just opened 
for business. 


AMERICAN NATIONAL ASSURANCE COMPANY 
Third National Bank Building 
ST. LOUIS, MO. 





























SALESMAN OPPORTUNITY 


. Wecan use some high-grade stock and bond salesmen to sell our 6% 


Participating Preferred Stock, our 6% Ir 2d Cz 2 istri 
Real Estate Bonds, and our 5% Rea Menuet bee ania 
Write for Particulars. 

GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building, Gary, Indiana. 

Wilbur Wynant, President. 











The Fraternal Protective Association 


12-20 Pemberton Square 
BOSTON, MASS. 


Sickness and Accident Insurance for Odd Fellows Only 











The 


August 20, 1920 


SPECTATOR 
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A COMPANY WITH A RECORD 


for 
Men Who Can Make A Record 
All forms of Health and Accident Insurance 


Low=-premium Commercial Policy paying for life for total dis- 
ability from Accidents. 


Good territory open in nearly all of twenty-two States. 


INTER-OCEAN CASUALTY COMPANY 


J. W. Scherr, President. W. G. Alpaugh, Secretary. 














THE OLD LINE | 
Bel 1 >) -\-W-7-\-) | > 
LIFE INSURANCE Co. 
CONTRACT] 
GOOD TERRITORY] 
| COMPANY] 
FOR GOOD MEN 


CBRobbins, Pres. CBR Svoboda, Secy 


IHOME OFFICE : CEDAR RAPIDS, IOWA | 


Service Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION. LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD “7 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager’ } 


33 Broad Street, Boston 


Dwight & Hilles, Resident Mgrs. for N. Y. State, 56 Maiden Lane, N.Y. 
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PURE LIFE 
INSURANCE 
PROTECTION 


ATTRACTIVE 
CONTRACTS for 
MEN OF ABILITY 








PORTUGAL SPAIN 


J. Forcada 


Praca do Municipio, 12-13, Lisbon (Portugal) 


Underwriter-Settling Agent 
Insurance Broker 


J. FORCADA & © 


Barroeta Aldamar, 2, Bilbao (Spain) 


Insurance and Reinsurance 














THE HANOVER FIRE INSURANCE COMPANY 


Incorporated 1852 
The real strength of an insurance company is in the conservatism of its man- 
agement, and the management of THE HANOVER is an absolute assurance of the 
security of its policy. 
R. Emory Warfield, President Fred. A. Hubbard, Vice-President 
E. S. Jarvis, Secretary William Morrison, Asst. Secy. 


Home Office, Hanover Bldg., 34 Pine St., New York 








INCOME INSURANCE 
SPECIALISTS | 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 

















INTERNATIONAL 


$100,000,000 
INTERNATIONAL LIFE 


INTERNATIONAL LIFE PUTS 
MORE THAN THREE YEARS’ 
GROWTH INTO ONE YEAR 
BY INCREASING INSUR- 
ANCE IN FORCE ABOUT 

33% DURING 1919 


Closing the calendar year of 1919 with 

insurance in force $101,967,853.00 

($100,437,000 on paid for basis) as com- 

pared with about $77,000,000 of insurance 

in force December 31, 1918, the Interna- 

tional Life has disclosed by its tenth 

annual statement that it has become a 

one hundred million dollar company in 

B about ten years by increasing its outstand- 
ing insurance by about thirty-three and 

Home Office one-third per cent. in one year. 


COMPARATIVE STATEMENT OF GAINS 
Dec. 31,1919 Dec. 31, 1918 Gain 
Total Insur- 
ance in Force$101,967,853.00 $77,042,499.00 $24,925,354.00 32 per cent 
Total Admitted 
13,261,727.40 11,593,728.40  1,667,999.00 14 per cent 
Total Premium 
3,414,125.21 2,655,494.37 758,630.84 28 per cent 
10,233,325.43 1,567,940.03 15 per cent 


Income.... 
Reserve for 
Policyholders 11,801,265.46 
Surplus to Pol- 
icyholders.. 776,875.10 652,605.99 124,273.11 19 per cent 
Progressive management coupled with an attractive group of policy con- 
tracts gives to prospective policyholders and to agents a great opportunity 
to grow up with and enjoy the benefits of a ‘“‘Company of Today With 


Methods of Tomorrow.” 


INTERNATIONAL LIFE OF ST. LOUIS 
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INSURANCE IN FORCE - OVER $48,000,000.00 


YOU ARE WORKING FOR COMMISSIONS SELL POLICIES PROVIDING REAL PROLECTION 


Our policies pay Double for Accidental Death 
For Total Disability—a yearly income 

No premiums payable during total disability 
No deductions at death for disability payments. 


For territory North or South Carolina—address Woods & Woody, Managers, Greensboro, N. Carolina 
For territory in other states, address 


Reserve Loan Life Insurance Company 


Indianapolis, 
Indiana 
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